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YOU CAN POINT WITH PRIDE 


and focus the attention of your prospect more 
easily on additional Life insurance if you tell him 
about The Travelers $100 a Month Plan. 

Not only does the prospect visualize his need 
for protecting his family but he sees how easily 
he can buy such insurance. 


One of the simplest ways of making your Life 


18 E 


prospect see eye-to-eye with you is to demon- 
strate what this $100 a Month Plan will accom- 
plish for him. . 

This plan will provide an income from $50 to 
$500 or more a month for periods ranging from 
one to twenty years or more. Full information for 


producers from Life Managers atany branch office. 


TRAVELERS 


The Travelers Insurance Company » The Travelers Indemnity Company 
The Travelers Fire Insurance Company » The Charter Oak Fire 


Insurance Company » 


» Hartford, Connecticut 
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American Life Convention in Session 


Financial Section Meets 
in Dallas, Wade Presiding 





Wright New Head 
of Legal Section 


lumbus, O., Man Advanced to 
Chairman at A. L. C. Meet- 
ing in Dallas. 


HEAR NOTABLE SPEAKERS 


Valuable Contributions on Life Insur- 
ance Problems Presented by Speak- 
ers at Two-Day Session 


DALLAS, Oct. 15.—F. T. Wright of 

the Columbus, O., legal firm of Arnold, 
Wright, Purpus & MHarlor, secretary 
Legal Section, American Life Conven- 
tion, was advanced to the chairmanship 
at the annual meeting here succeeding 
Sam B. Sebree of Kansas City, general 
counsel Midland Life. Mr. Wright is 
vice-president and general counsel Mid- 
land Mutual. The late H. B. Arnold 
who was president of the company, was 
chairman of the Legal Section and later 
was A. L. C. president. His son, H. B. 
Arnold, Jr., who after graduating at 
Princeton took his law course at Yale, 
ri just entered his father’s old law 
rm, 
_R. A. Adams, general counsel Amer- 
ican Central Life, was chosen secretary. 
He is a member of Denny, Adams, 
Baker & Orbison of Indianapolis. 


Memorials Were Read 


Burton Sears, Hercules Life, Chicago, 
tead a memorial to the late C. F. Coffin, 
State Life of Indiana. J. W. Sargent, 
Farmers & Bankers Life, read a mem- 
orial to the late T. J. Tyne, Jr., Na- 
tional Life & Accident. J. R. Schindel, 
Columbia Life, Cincinnati, read a mem- 
orial to the late U. S. Brandt, president 
Ohio State Life. F. V. Keesling, vice- 
president and general counsel, West 
Coast Life, chairman of the round table 
Tuesday afternoon on social security 
acts, expressed belief the federal social 
security act is unconstitutional, citing 
the AAA decision of the U. S. Supreme 
Court as being directly in point. 


General Discussion on Act 
General discussion followed, a num- 


ber of officials telling briefly the pro- 
visions of social security acts in their 


| States, 


Sam B. Sebree, Midland Life, presided 


| over the meeting of the Legal Section as 
i chairman, D. A. Frank, president Dallas 











Bar Association, gave the welcome to 


: the lawyers. He is a brother of Jas. D. 


Frank, formerly of Dallas, now associate 


© general counsel Lincoln National. R. A. 


dams, American Central, responded. 
(CONTINUED ON PAGE 22) 











Chairman Warns Against Publi- 
cizing Rate Increases and 
Dividend Decreases 


DALLAS, Oct. 15—Warning was is- 
sued by Harry V. Wade, in opening the 
session of the Financial Section of the 
American Life Convention of which he 
is chairman, against life company 
executives making public announcements 
of rate increases and dividend decreases. 
This sort of publicity, he declared, is 
more harmful to the business than the 
publications of those who are sniping 
at the business. Mr. Wade is assistant 
to the president of United Mutual Life 
of Indianapolis. The Financial Section 
meeting was held here Tuesday. 

J. E. MoPherson of Kansas City be- 
came chairman of the Financial Section. 
He was advanced from the secretary- 
ship. B. Cunningham, treasurer 
Montana Life and son of the late H. R. 
Cunningham, its president, was elected 
secretary. 

Chairman Wade announced that in as 
much as the meeting was held here, it 
seemed appropriate to build the pro- 
gram about Texas ivestments especially. 
He was crisp, forceful, dynamic and; in- 
genious in his presiding. He kept the 
machinery running at a fast clip. 


Talk on Texas Municipals 


President Nollen of the A. L. C. was 
introduced. In fact he spent much of 
the day Tuesday in the financial meet- 
ing. Many other executives also at- 
tended. Paul Fisher, Indianapolis Life, 
raised the question as to whether many 
companies are establishing their own 
loan offices and originating their own 
loans. Evidently few have so acted. 

The policyholder is interested only 
in whether his policy is safe, Mr. Wade 
said. The publicized rate increases and 
dividend decreases accompanied by 
statements that economic conditions re- 
sulting in lower-interest rates are re- 
sponsible, does not create confidence in 
the companies, he declared. It tends 
to make policyholders believe that the 
institutions can be easily affected by 
economic conditions. “We like to have 
our policyholders believe that we stand 
as the Rock of Gibraltar, he declared. 
The economic storms whipping around 
the life insurance business should have 
no more effect on the business than an 
Atlantic storm has on the rock itself.” 


Caution Is Recommended 


“Our policyholders,” he continued, 
“are much more interested in the safety 
of their investments than they are in 
reasons for reductions in dividends and 
increases in rates. Let us be cautious, 
and merely because of the temporary 
conditions causing low interest rates, 
let us not, in public utterances, create 
a false impression that our business is 








established on anything but the firmest 
of foundations.” 

C. D. Simmons, investment officer of 
the University of Texas at Austin, gave 
the first paper before the meeting of 
the Financial Section. He gave an 
analysis of Texas municipal bonds, In- 
surance companies of all classes, he de- 
clared, have in the aggregate over 
$1,800,000,000 invested in state and mu- 
nicipal bonds in the United States. Le- 
gal reserve life companies have $1,200,- 
000,000; fraternals $500,000,000 and 
casualty and fire companies over $100,- 
000,000. 

The investment in Texas bonds is 
more than. $150,000,000. Insurance 
companies own over 20 percent of the 
outstanding Texas state and municipal 
bonds. They own about 10 percent of 
all state and municipal bonds in the 
country. 

In 1932, the total outstanding gross 
funded Texas state and municipal debt 
was $760,000,000. Only seven states 
had larger figures than Texas. There 
are nearly 9,000 political subdivisions in 
Texas with power to levy taxes and 
incur debt. Over 8,700 of these levied 
taxes in 1932 and over 5,700 had funded 
debt outstanding. 


Increase of Municipal Debt 


In 1902 the municipal debt in Texas 
was $29,000,000; in 1912 it was $73,000,- 
000; in 1922 $340,000,000; and 1932 
$708,000,000. In 30 years the amount 
has increased 25 fold while the pop- 
ulation has doubled. The per capita 
debt in 30 years increased about 15 fold. 
This rate of increase is more than twice 
as great as for the entire country. 

In appraising a municipal bond, he 
pointed out the important factors are 
ability and willingness to pay. As far 

(CONTINUED ON PAGE 23) 








Reach Definite Decision 
on Denver ’37 Meeting Date 





The 1937 annual meeting of the Na- 
tional Association of Life Underwriters 
will be held the week of Aug. 23 in 
Denver. This definite announcement was 
made this week by Isadore Samuels, 
Denver general agent of New England 
Mutual and the local convention chair- 
man. Previously there had been some 
doubt as to whether the meeting would 
be held before or after Labor Day. Max 
Hoffman, assistant manager National 
association, and President A. E.. Patter- 
son will be in Denver Oct. 16 to help 
the local committees get off to a good 
start. 

A Denver executive committee has 
been formed in connection with the con- 
vention and is now functioning. The 
chairman of all committees have been 
assigned and preliminary work has been 
undertaken. 








Big Meeting Now 
in Full Flower 


American Life Convention’s An- 
nual Gathering Being Held 
in Dallas 


BUSY WEEK SCHEDULED 


Many Speakers Are Assigned Places on 
the Main or Sectional Division 
Programs 





By C. M. CARTWRIGHT 


DALLAS, Oct. 15.—The annual meet- 
ing of the American Life Convention is 
under full steam here this week. Gerard 
S. Nollen, head of the Bankers Life of 
Iowa, one of the outstanding executives, 
not only in the west but the entire 
country, is head of the convention and 
is presiding with his usual grace and 
superior form. T. A. Phillips, president 
of the Minnesota Mutual Life, who has 
served as director during the last two 
years, is slated for the presidency. Mr. 
Nollen will, according to custom, be se- 
lected a member of the executive com- 
niittee to succeed F. V. Keesling of the 
West Coast Life, who retired as presi- 
dent two years ago and was placed on 
the committee. Harry Wilson, vice- 
president of the American Central, 
whose term expires, will be reelected. 
Another man will be chosen to replace 
Mr. Phillips, whose term expires at this 
meeting. Indications are he will be Julian 
Price, president Jefferson Standard Life, 
The holdover members are H. K. Linds- 


ley, president of the Farmers & 
‘Bankers Life of Wichita, who was 
president a year ago; W. T. Grant, 


president Business Men’s Assurance, and 
C. A. Craig, president National Life & 
Accident of Nashville, who was ap- 
pointed by the committee to take the 
place of the late U. S. Brandt of the 
Ohio State Life, who was elected at the 
meeting a year ago. 
Texas Centennial a Drawing Card 


The meeting was held here this year 
largely in deference to the Texas mem- 
bers who desired to have the organiza- 
tion featured at the Texas Centennial 
and today was denominated as “Amer- 
ican Life Convention Day” at the cen- 
tennial. Therefore most of the people 
went out to the centennial grounds this 
afternoon and evening. However, the 
Industrial Section stayed on the job and 
held its annual meeting this afternoon 
with J. F. Maine of the London Life of 
Ontario, chairman, presiding. Mr. Maine 
is one of the best posted industrial men 
and has a charm of manner that is most 
pleasing. There were two set addresses 

(CONTINUED ON PAGE 12) 
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A. L. C. President Takes “Practical” Look 


at Politico-Economic Scene 


DALLAS, Oct. 15.—G. S. Nollen, 
president of the Bankers Life of Iowa, 
delivered a presidential address before 
the annual meeting of the American 
Life Convention here that was a pro- 
found treatment of the current economic 
situation. Mr, Nollen is a philosopher. 
He searches fundamental truths and ac- 
cepts nothing that is commonly ac- 
cepted to be so because of frequent re- 
petition. His talk here was not one of 
those thinly veiled attacks on the new 
deal that are being made these days. 
He was definitely not campaigning. His 
criticism was obviously disinterested and 
non-partisan. Some of his findings fa- 
vored new deal policies, others did not. 
Some of his conclusions were in line 
with Republican doctrine and others 
were not. He set forth his convictions 
without pointing them politically. 

“Intangibles Behind the Balance 
Sheet” was the topic of his address. Of 
the intangibles, he said, one is internal 
and the other external. The internal 
elements of an intangible character, he 
said, may be wrapped up in the phrase 
“intelligent management,” 


Purely Practical Problem 


The intangibles of an external char- 
acter behind the life insurance balance 
sheet are governmental activities in the 
field of economics, he declared. There 
has never been a time, he said, when 
there was greater need for intelligent, 
constructive thinking and_ intelligent, 
constructive action with reference to the 
national economic problems. The eco- 
nomic problems are of a purely practical 
character, he said. Consideration of 
them should be wholly free from emo- 
tion, politics or selfishness. 

The soundness and perpetuity of life 
insurance in its present form and mag- 
nitude rests upon the requirement, first, 
that the enterprises in which invest- 
ments are made continue to prosper and, 
secondly, upon the ability of the people 
to invest in life insurance. 

In analyzing governmental activities 
in the field of economics, he touched 
upon the money system, concluding that 
reasonable conservatism is imperative in 
the use of federal credit from now on. 
The reason given for expanding federal 
credit no longer applies to the economic 
situation. There is no longer need for 
additional artificial stimulus for the flow 
of goods and services. Federal deficits, 
he said, should be limited to imperative 
need because they are inevitably dis- 
turbing to public confidence. Balancing 
the budget will serve to stimulate public 
confidence. Great Britain offers a con- 
crete illustration that government bor- 
rowing is not an imperative element in 
developing prosperity out of depression. 


Alarmists Are Condemned 


There is no justification for following 
any future course except one, which will 
bring the federal budget into balance as 
soon as that could be done without too 
great a disturbing effect on the national 
economy. 

Existing facts, Mr. Nollen declared, do 
not warrant current alarmist predic- 
tions. The federal debt is about seven 
billion dollars greater than the maxi- 
mum debt following the war. The 
consequences of the war and post war 
activities in this country were in no 
sense comparable to the consequences of 
the excessive credit expansion in Europe 
during and following the war. A wide 
stretch of the imagination, he declared, 
is required to assume that adding seven 
billion dollars to the maximum amount 
of the federal debt will force the country 
into serious economic difficulties. 

Aggregate payments of about $1,500,- 
000,000 a year will pay interest and 
gradually retire the principal of the pres- 








ent indebtedness. Such a burden cannot 
be contemplated with any degree of en- 
thusiasm, he said, but it is not of suffi- 
cient magnitude to warrant the conclu- 
sion that it cannot be met in an orderly 
manner without resort to destructive 
currency inflation. 

In view of the fact that public psy- 
chology plays such a potent part in the 
economic welfare, he declared, if some 
of the existing “harbingers of gloom” 
succeed in persuading a large per- 
centage of the people that their gloomy 
predictions are correct, the very exist- 
ence of such a widespread belief, even 
though wholly erroneous, would have a 
detrimental effect. Intelligent optimism 
is an asset and misguided pessimism a 
liability. A course can be charted that 
will overcome the remaining economic 
difficulties and will ultimately give the 
country even greater national prosperity. 


Discusses Gold Standard 


Mr. Nollen went exhaustively into the 
subject of the gold standard, saying the 
question at issue is whether present, 
flexible arrangements as to the price of 
gold shall be continued or whether there 
shall be a fixed price established. He 
analyzed the international situation and 
said: 

“In the light of such uncertain quanti- 
ties in the international money picture, 
is it not reasonable that we should hesi- 
tate to burn our bridges behind us so 
far as the dollar value of gold is con- 
cerned? If we remove discretionary 
power in this country and make all later 
adjustments impossible except through 
congressional action, may we not find 
ourselves faced with the unfortunate 
alternative of suffering the disadvantages 
of an unfavorable position in foreign 
trade, or suffering the consequences of 
a political wrangle as to the course that 
should be pursued? While a fixed and 
unchangeable gold price has its advan- 
tages, it appears to me that those ad- 
vantages can not be of sufficient impor- 
tance to justify us in abandoning, at 
this time at least, the flexibility of our 
present situation.” 


Avoiding the Risk 


A risk should not be run of suffering 
the consequences of lack of balance in 
the exchange value when those risks 
can be avoided. 

People should not be led astray by 
the fear of alleged evil consequences of 
a managed currency, he said. There has 
been a managed currency for many 
years. The right of the federal reserve 
system to fix the rediscount rate is a 
money control. 
federal reserve bank system to engage 
in open market operations constitutes 
another money control. There must be 
flexibility in the money system to meet 
the changing demands of expanding and 
contracting trade volume. He ‘indicated 
the belief that the power to fix the price 
of gold is of no greater significance than 
the other regulatory powers. 

He took up the question of foreign 
trade control and concluded that the 
United States cannot establish self suffi- 
ciency without seriously destructive eco- 
nomic consequences. World trade must 
continue to be an important factor in 
the economic welfare of this country. 


Foreign Trade Problem 


He said it is unfortunate that the for- 
eign trade problem is looked upon as 
being political in character. This con- 
fuses the issue and spreads a misleading 
impression. For instance, there has been 
a barrage of criticism against the recent 
reciprocal trade agreements on _ the 
ground that they are resulting in a sub- 
stantial increase in the importation of 





The authority of the ' 





farm products, to the detriment of 
American farmers. : . 
Such criticism, Mr. Nollen _ said, 


ignores the actual course of events in 
agriculture since 1932, takes no account 
of the drought and ignores the historical 
record that imports of farm products 
are inclined to increase in harmony with 
rising farm commodity prices. It is easy 
to find specific instances of maladjust- 
ment or unfavorable results which may 
be generalized improperly as an argu- 
ment against the entire system in effect. 

Mr. Nollen referred to the tendency 
of government to use its taxing powers 
directly for social purposes. It is im- 
portant that the country remain within 
proper limits in this matter. 

The dangers involved in such use of 
federal funds arise with the introduction 
of subsidies and coercive measures, he 
stated. : 


Old Age Pensions 


Mr. Nollen characterized the old age 
pension provision of the social security 
act as coercive in that it forces every 
employe in organized business and in- 
dustry to pay the stated percentage of 
the wages and forces every employer 
to set aside an equal amount. The law 
forces the investment of those savings 
in obligations of the federal government. 
“Is it wise,” he asked, “for us to estab- 
lish the principle that our federal gov- 
ernment shall undertake to control our 
private habits in such detail? The prin- 
ciple involved in this coercive measure 
deserves our prayerful consideration.” 

In this case, he declared, coercion leads 
to economic maladjustment. The prac- 
tical result of this law is that the fed- 
eral debt will be retired by levying a tax 
on wages. In the absence of this law, 
both the interest and principal of the 





Leads Illinois Confab 


on Association Problems 














SOLENBERGER 


H. M. 


Thought provoking discussions of lo- 
cal association problems were led by 
President H. M. Solenberger of the 
Illinois -Association of Life Under- 
writers at the group’s semi-annual 
meeting in Peoria. The Springfield as- 
sociation has been especially active hav- 
ing 110 members in a city of 51,000 
population. Mr. Solenberger is the new 
chairman of the National association’s 
committee on local associations. He is 
a general agent for the Mutual Bene- 
fit Life. 











federal debt would be paid through ,, 
normal federal tax levy. The  soj 
security taxes would ultimately remo, 
the burden from general taxes and plate 
the entire burden upon wages, Thi 
provision of the act, plus the unemploy. 
ment insurance provision, will ultimate 
involve a burden of 9 percent of ;j 
wages paid in organized business yj 
industry. This would be bound to hay 
a disturbing effect upon the econoni; 
relationship, serving to destroy rath 
than to build economic balance. 

Benefits for indigent can be grant 
and financed on a “pay as we go basis’ 
he declared, without the establishmen 
of a highly complex, expensive adminis. 
trative mechanism. 

Mr. Nollen concluded by saying tha 
the attitude of the life insurance exery. 
tive toward national economic problems 
should be of the same character as the 
attitude he takes toward all of the in. 
portant internal problems of his con. 
pany. Such an executive in handling 
his own company’s affairs does not a- 
cept invective and catch phrases a 
logical‘argument. He does not base his 
conclusions upon political consideration, 
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or blind, wishful thinking, or selfish mo- seth" 
tives which disregard the interest and Gas 
welfare of his company as a whole, Mr, 
After a decision has been reached, he the ee 
bestirs himself to see that the weight to adoy 
of his opinion is made effective in actual iH ie 
performance, oa | 
2 : compal 

Four Qualification Proposals 
California Agency and Brokerage Or- Bn. 
ganizations Expected to Try to Get tics ¢ 
Together Before January whate 
said | 
SAN FRANCISCO, Oct. 15.—Unless pag 
the various agency and brokerage organ- oe 
izations planning new qualification laws ar " 
get together and agree to one measure, whic 
there are likely to be at least four differ. B °™ 
ent bills presented to the California Th 
legislature in January. practi 
Committees of the Society of Insur- B Offic 
ance Brokers of San Francisco, Insu- — Mr. 
ance Brokers Exchange of | San & panic 
Francisco, California State Association & repre 
of Life Underwriters and California As: & busir 
sociation of Insurance Agents are work- § that 
ing on amendments to the present law. gran 
Seek More Drastic Requirements a 
All the organizations agree that they B fei 
are dissatisfied with the present law, atd Bee] 
would set up much more drastic quali: Fj, 
cation requirements. In San Francisco Fj, 
particularly, where practically all the firt, leon 
casualty and other lines of insurance ¢x- agel 
cept life are sold through independent Bo. 
brokers, the feeling is strong toward a pin 
general tightening up on brokers. The the 
two brokers’ organizations, which it 1s pon 


expected will soon announce a_ joint 
committee, are determined to —_ 
legislation that will keep the so-calle 1 
incompetent and casual broker out of the 
business, but differ slightly as to how 
far they should go. The Society of In- 
surance Brokers is inclined to deman 


the more drastic requirements. e Pa 
Brokers’ Exchange will, to a large de } co 
gree, be the champion of the “litte F 13. 
man.” ) in 

The life underwriters have been cam- F ce 
paigning for years for a more effector th 
measure, but they have not had the = p co 
support of the companies. The fire.an¢ FT ° 
casualty companies may pay little if an : : 
attention to the brokers’ efforts but han 
pay considerable attention to the plans | 


of the local agents. 
Between oa and the first of the oe : 
it-is expected that all groups will = n 
deavor to get together for um 
strength behind their proposals. 
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proved Agency 
Ook Practices Sought 
lexander E. Patterson Urges Ex- 


tension of Agency Agree- 
ment in Initial Talk 














! through th 
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vages, Thi 

il ra ew National Association President 
imat 

rcent of Plans to Take Up John W. 

USINESS anj Agent’s Cause 

und to hare . 






1€ economic 
“i daw In his initial talk as president of the 
be grante{ {im National Association of Life Under- 
€ go basis’ Myriters, Alexander E. Patterson, Penn 
va lish Mutual general agent in Chicago, took 

on up the torch of his late chief, Frank 
saying thy{mH. Davis, and launched an aggressive 
ince execu. MM campaign to extend the agency practices 

















ran agreement and to do everything pos- 
of the im. sible to increase and better the working 
his com. MM conditions of John W. Agent by elim- 
1 handling MM inating part-timers in urban centers. It 
es not ac 


was a coincidence that Mr. Patterson 
made his first presidential talk at the 
sales congress of the Illinois associa- 
tion at Peoria, the home town of the 
immediate past president, Lester O. 





hrases a 
It base his 
sideration, 
selfish mo- 










er het i 

ae Schriver, Aetna Life general agent. 
ached, he , Mt. Patterson is planning to carry on 
1e weight me ( campaign to get more companies 


to adopt the agency practice agreement 


in actual : wre 
and he said the local associations can do 
their part by getting non-conforming 
companies to cooperate. 

Dposals Progress Is Outlined 

age Or. lhe Nationa: association is not now 

to Get and never has been prominent in poli- 


tics and has no political affiliations 
y whatever,” declared Mr. Patterson. He 
said that members may express their 


—Unless & Wn personal convictions. He explained 
e organ- the five-point program for the National 
ion laws § 4ssociation’s work in the coming year, 
neasure, @ Which he announced when he named 
r differ. COmmittee chairmen. 
alifornia The progress made by the agency 
practices committee of the Life Agency 
/Insur- F Officers Association was outlined by 
Insur- F Mr. Patterson. Although the 57 com- 
f _ San & panies which have signed the agreement 
ociation represent a substantial portion of the 
sp As- & business in force, Mr. Patterson urged 
— that all companies get back of the pro- 
aw. gram. It is not a question of “Shall 
nts we change?” but “How shall we 
t they |B Change?” declared Mr. Patterson. The 
w, and field is looking to the companies for 
ualif- (& Methods of improving distribution of 
neisco life insurance. With qualified agents 
ne fire, | ‘8 companies will do more business 
ona because with no other source of income 
»ndent agents just have to sell more life in- 
ard a Surance to make a living. Qualified 
The men also tend to conserve business and 
it is the mortality experience on their busi- 
joint ness is better. 
— : Better Off in Long Run 
of the The companies may lose some busi- 
how Ness at first by following the agency 
f po Practice agreement, but in the long run 
iThe they will be much better off, said Mr. 
= Patterson. He cited the figures of one 
Little company which started in 1936 with 
13.6 percent fewer representatives than 
wale s the previous year and is now 10 per- 
wre ny ahead for the first 10 months of 
full Ne year, while the average for the 
we pr ald 1s a good deal less. It is diffi- 
ns - to secure good figures on the ef- 
wil _ < the agency practice agreement, 
a ut Mr. Patterson said he doubts if 
ones than 5 percent of any company’s 
eat jo done by part-timers. ; 
ne aa ettering agency conditions requires 
ited re than talk. It is a challenge to the 
(CONTINUED ON PAGE 20) 








Parties Vie for Role 


of Policyholders’ Pal 





NEW YORK, Oct. 15.—Senator Jos- 
iah W. Bailey, Democrat, Pointed with 
Pride, and former Treasury Secretary 
Ogden L. Mills, Republican, Viewed 
with Alarm, each pleading his party’s 
cause before the New York City Life 
Underwriters’ Association as the best 
protector of the nation’s 63,000,000 life 
insurance policyholders. Except for one 
heckler who insistently but unsuccess- 
fully demanded that Senator Bailey tell 
what the price of bacon was in 1934, the 
audience was decorous and attentive. 

The order in which the two speakers 
talked was determined by lot, President 
Ralph G. Engelsman of the local associa- 
tion announced. Senator Bailey spoke 
first. He had a good deal to say about 
the statement of Colonel Knox, Repub- 
lican vice-presidential nominee, that 
“today no life insurance is secure, no 
savings account is safe.” 


Says None Shares Knox View 


“We shall let him have his peculiar 
opinion all to himself,” said Senator 
Bailey. “No man agrees with him. 
Even the Republican chairman, Mr. 
Hamilton, has apologized for him; 
the Republican candidate for pres- 
ident refuses to join with him, and so 
far as I know, neither Colonel Knox nor 
any other Republican has attached suf- 
ficient importance to his great campaign 
discovery to cancel a policy, call for a 
cash value or refuse a contract.” 

As to the fear of inflation implied 
in Colonel Knox’s statement, Senator 
Bailey said: “I contend that President 
Roosevelt has given emphatic evidence 
that he understands the danger of in- 
flation and that he means to avert it 
at any cost and that the spending policy 
so far pursued was a necessary step to 


preserve national order and to make it 
possible to balance the budget. The 
Congress in one section of the Thomas 
amendment in May, 1933, gave the Pres- 
ident power to issue three billion dollars 
in printing press greenbacks. Has he 
used that power? So far from using it, 
no amount of pressure, some of it from 
New York City and some from other 
sections, has served to move him. 


No Greenbacks in Bonus 


“The congress in passing the sol- 
diers’ bonus act provided for payment 
of_the certificates in printing press 
money. What did the President do? He 
vetoed that act—he would have none 
of it and he let the world know. 

“In the third place, the President has 
recognized that one essential factor in 
balancing the national budget is the in- 
creasing of taxes. Rarely in an election 
year has an administration had the cour- 
age to call for new or heavier taxes, but 
the President called upon the Congress 
in full view of this election to impose 
$800,000,000 of new taxes. He did it in 
view of unforeseen expenditures and in 
the interest of a balanced budget. A 
President who will assume such a bur- 
den in an election year cannot be said 
to be careless of the condition of the 
Treasury or the public credit, and men 
who demand a balanced budget ought to 
have the sportsmanship at least to 
stand for the revenues without which 
it cannot be balanced.” 

Saying that a spending policy was 
necessary to preserve national order and 
also was an essential factor in balanc- 
ing the budget, Senator Bailey said that 
there was reason to hope that the ne- 
cessity for this policy, already largely 

(CONTINUED ON PAGE 20) 














with life insurance. 

“In 1918 I took a policy, a 
I gave it up in 1931. 
daily necessities. 


pray it will. 
to say.” 


how secure the situation of 


middle-aged and the elderly. 


Independence Square 





“l Am a Paralytic”’ 


From a paralytic’s palsied hand, dictated by her despairing 
heart, has come a brief, pitiful letter, sent in the hope that 
the telling of her situation may be helpful toward inducing 
single young men and women to guard even their early years 
She says :— 


Now, in 1936, when I need it so des- 
perately, I am a paralytic, with no money, no hospital will 
take me in, and am dependent on strangers for stamps and 
Won’t this assist you in selling policies 
to single men and women between 18 and 30? 
I wish that I’d never given mine up, needless 


How different this poor woman’s situation would be had 
she kept her policy in force! Incidentally, of what use would 
a Yearly Renewable Term be in these circumstances? 


though they may have looked to insurance chiefly as a means 
of investing their savings, yet realized that life’s ill chances 
strike also those of younger ages, and do not assail only the 


THE PENN MUTUAL LIFE INSURANCE CO. 
WM. H. KINGSLEY, President 


Twenty-Year Endowment, but 


I hope and 


And 
young men and women who, 
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Want Industrial 
Research Bureau 


F. M. Nettleship Urges Start Be 
Made Soon in Modest 
Way 


A. L. C. SECTION MEETS 


Maine Presides at Dallas Conference— 
Palmie Tells How Big Improve- 
ment Was Made in Company 


DALLAS, Oct. 15—In opening the 
meeting of the Industrial Section of 
American Life Convention here this 
afternoon, J. F. Maine, agency exec- 
utive London Life, exhorted the in- 
dustrial companies to exercise 
greater care in the future in selecting 
field men of integrity and those who 
have a proper attitude towards the busi- 
ness. The sights of the agency exec- 
utive should be ‘raised with the idea of 
getting results in field organization that 
will be commensurate with the results 
obtained through the company actuaries. 

The improvement in sales technique, 
agency turnover and lapse rate that is 
being effected by individual companies 
would. be multiplied if the experience 
of all companies were pooled. He said 
he looked forward to the day when 
there would be no distinction between 
industrial and ordinary agents, but all 
would be known as life insurance sales- 
men, 


even 


Will Retire Next Month 


He said this spring he visited the 
head office officials of 21 industrial com- 
panies in the United States. Next 
month, he said, he will have completed 
42 years in the industrial business and 
on that anniversary he expects to re- 
tire from active service. 

The importance of selection of agency 
material, proper training of men and 
careful selection of risks was empha- 
sized by A. G. Palmie, manager indus- 
trial department Home State Life of 
Oklahoma City, in addressing the meet- 
ing of the Industrial Section. 

Most of the companies today are con- 
sidering the collection percentage and 
percentage of arrears in determining the 
value of any agent. 

About a year ago Home State Life in- 
stalled a system of having a salaried 
man employed directly from the home 
office make field inspections on applica- 
tions written by agents. The company 
has such a man in every one of the 
larger districts. They can be relied 
upon to give complete facts in connec- 
tion with any application. 


Reduces Production But— 


This reduces the production from 15 
to 20 percent in any district, but the 
saving in special salaries and in claims 
on new policies fully justifies the cost. 
They are never in contact with the dis- 
trict office and all reports go direct to 
the home office. 

The home office acts entirely upon 
the report of the inspector and his re- 
port is considered final. 

The use of this system has increased 
the average collection, has reduced ar- 
rears about 15 percent and has reduced 
the claim rate on new policies to the 
point that this item alone justifies the 
salary and expense paid inspectors. 

The high pressure agent has been 
practically eliminated. When agents are 
aware that a home office man is going 
to follow them they are not likely to 
attempt to put things over. These in- 
spectors must be high grade men, as 

(CONTINUED ON PAGE 21) 
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New York “Millionaires”’ 
Give Production Guides 





NEW YORK, Oct. 15.—A survey of 
the business methods of 10 New York 
City members of the Million Dollar 
Round Table who appeared at the New 
York City Life Underwriters Associa- 
tion’s third annual selling seminar re- 
vealed that seven of them do not spe- 
cialize in any type of coverage, that their 
average age on entering the business 
was about 30 years, that they have been 
in business 10 years on the average and 
that the average time before reaching 
a million-a-year pace was two years. 

Each man spoke for three minutes on 
what he considered to be the require- 
ments for writing a large volume of 


business. Following are summaries of 
the principal factors listed by each 
speaker: 


Prospecting Is Main Problem 


Felix Levy (Engelsman, Penn Mu- 
tual): Primary problem is prospecting. 
Average case is $25,000 which means 
prospecting must be done among men 
able to buy $50,000 to $100,000 at a clip. 
“To write $100,000 a month I must have 
in sight $400,000 to $500,000 potential 
business. .. . We must keep adaptable. 
I am now selling retirement policies 
rather than family protection. Aware- 
ness of the aim to write $1,000,000 a 
year and an intense desire to do so are 
vital.” 

Lloyd Bunting (Wilson, Equitable of 
N. Y. ): Objective is to build practice 
like doctor’s or lawyer’s. Each year a 
larger number of his cases are bought 
rather than sold. Last year 27 persons 
bought unsclicited. Never delivers a pol- 
icy without reading every word to buyer, 
no matter if it is the fifteenth he has 
sold him. The agent should recognize 
that there are times when it is unwise 
to press a prospect and to wait until 
another time. 


Seeks Congenial Prospects 


Rowland Mellor (DeLong, Mutual 
Benefit): Beating your own production 
record is better than trying to beat 
someone else. :Prospecting should be 
confined’ to those with whom one 
“clicks.” Too many agents try too des- 
perately to go against this, working in 
too high or low an age or income 
group. Persons of own age and income 
are best prospects. Eliminate on first 
interview those with whom you click. 
Arouse confidence by direct questions 
and arresting ideas. ; 

Harry Phillips (Engelsman, Penn 
Mutual): Break the job down into sub- 
divisions so as to have a consistent 
driving force, deciding how many of 
each size case are to be sought. Makes 
few phone appointments. Averages six 
calls a day, one and one-half sales talks 
a day and pays for one and three-quar- 
ters cases a week. A large number of 
cases provides stimulus through excite- 
ment and the momentum keeps one 
going. 

Time Quota, Not Volume Quota 


Isidor Hirschfeld (Bender, Equitable 
of N. Y.): Calls on people he knows 
and on strangers by introduction. Works 
on time quota rather than volume quota, 
working from morning until night and 
often in evenings. 

Albert Hopkins (Bethea, Penn Mu- 
tual): Must have a matched set of 
tools, i. e., a working knowledge of 
taxes, trusts, and business insurance, 
also an abounding vitality and unend- 
ing enthusiasm. 

L. L. Rothstein (Jacoby, Home Life 
of N. Y.): Sell yourself first, establish 
confidence so that your prospects think 
of you as a trusted friend. 

Lester Rosen (Knight, Union Cen- 
tral): Personality must be positive—it 
can be developed. Ability should be 
developed to stand on one’s feet and 
talk about life insurance or to sit and 


sense of the dramatic. Every day we 
are on the stage and every day we must 
act with emotion and sincerity. Para- 
mount must be the will to succeed and 
not the will to fail.” 

Daniel Auslander (Simon, Massachu- 
setts Mutual): The prime essential is 
to gain the confidence of the prospect 
so he will discuss any phase of his sit- 
uation. 4 


Seeing Right Kind of Prospects 


Leon Gilbert Simon (associate gen- 
eral agent, Ford agency, Equitable of 
N. Y.): The problem is to see, in the 
right way, enough of the right kind 
of people for you. The wrong kind for 
you might be the right kind for someone 
else. “The million-dollar underwriter is 
one who is using his feet to carry him to 
the places where it will do the most 
good.” 

Hubert Davis, agency assistant 
Knight agency, Union Central Life, 
read a paper prepared by a leading in- 
dustrial agent, who described his work- 
ing methods. This agent said he aver- 
ages 200 calls a week, of which 160 are 
service and collection and 40 are pros- 
pecting and selling, although often the 
classifications overlap. He makes about 
15 selling calls a week and five sales. 
This high ratio he attributes to careful 
selection of prospects rather than sel- 
ling ability. 

Although the collection calls demand 
a large share of time and effort they 
have the advantage of admitting agents 
to many homes, he said. 


Grand Jury and U. S. Start 
Probes of Facific Mutual 


The Los Angeles county grand jury 
resumed its investigation of adminis- 
tration of the old Pacific Mutual Life, 
and C. A. H. Narlian, accountant of 
New York ‘City, who was engaged in 
1935 to make an audit of the company’s 
books, was called as a witness. It is 
understood he was questioned upon the 
subject of his findings in regard to the 
asserted expenditure of more than $500,- 
000 by the company to support the 
price of Pacific Mutual stock on a de- 
clining market. George Warren, fore- 
man of the grand jury, stated the pres- 
ent hearing is simply a_ preliminary 
move to determine whether the grand 
jury should undertake a thorough in- 
vestigation of Pacific Mutual transac- 
tions. 

In Superior Judge Willis’ court all 

legal objections to the appointment of 
Commissioner Carpenter of California 
as conservator for the Pacific Mutual 
Life were withdrawn or denied. It is 
understood this action now leaves the 
way open for the hearing on the re- 
habilitation plan for the Pacific Mutual 
presented by Mr. Carpenter which is 
set for Oct. 19. 
Following a conference in Los An- 
geles between J. J. Burns, general coun- 
sel Securities & Exchange Commission, 
U. S. District Attorney Hall and others, 
Mr. Hall announced a federal investi- 
gation of the Pacific Mutual situation 
has been ordered. Mr. Hall stated that 
the department of justice, postal inspec- 
tors division and SEC have been or- 
dered to cooperate in a prompt and 
thorough investigation. Three postal 
inspectors have been assigned to the 
job and will ask for a complete record. 
Mr. Hall stated this is an investigation 
to learn facts “without regard to asser- 
tions or desires of any of the contend- 
ing groups or companies. This is not 
to be taken as an indication of what, 
if any, action will be taken at the con- 
clusion of the investigation. That will 
depend entirely upon any facts that 
might develop.” 











converse about it. “We must acquire a 





A new plan for. rehabilitation of Pa- 


‘cific Mutual was presented to Judge 
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ISADORE SAMUELS 


Isadore Samuels, who has been ap- 
pointed chairman of the local conven- 
tion committee for the National Asso- 
ciation of Life Underwriters in Denver 
during the week of Aug. 23, 1937, 
started in the business in 1922 as a pro- 
ducer for Mill-Gentry-Mill, general 
agents for the New England Mutual in 
Kansas City. That was Mr. Samuels’ 
home town. A year later he received 
his present appointment as general agent 
for Colorado and Wyoming for New 
England Mutual with headquarters in 
Denver. 

Before entering life insurance, Mr. 
Samuels was for several years professor 
of public speaking at Oklahoma A. & M. 
College, studied law at Columbia Uni- 
versity, and practiced law in Kansas 
City. 

He is past president of Colorado Life 
Underwriters Association, vice- 


past 
president Denver Chamber of Com- 
merce, chairman Denver Community 


Chest campaign for the past four years, 
past president council of social agencies 
of Community Chest, present president 
Colorado Conference of Social Work, 
Denver representative at the White 
House conference on human needs for 
the past three years, past regional vice- 
president General Agents Association 
New England Mutual and for the past 
10 years a trustee of Park College, 
Parkville, Mo., from which he was 
graduated in 1912. 








Willis by Attorney R. R. Hess, a non- 
can policyholder. Hess proposes to set 
up several new departments in the new 
company. These would handle all the 
old and the new non-can life policies, 
old and the new participating life poli- 
cies, and commercial accident and non- 
can policies. 


What New Plan Provides 


Hess suggested the use of all profits 
from the old non-par life department, 
and 10 percent of profits of the old par- 
ticipating department, and all profits 
from the new non-par department and 
commercial accident department, for the 
benefit of the non-can department. Hess 
proposes to use no profits from the new 
non-par life department for that pur- 
pose, but to allow the new company to 
compete with other companies on- an 
even basis. 

Another feature is that stockholders 
should have five years to restore solv- 
ency, but if they do not there should be 
issued to non-can policyholders partici- 
pating certificates for the eventual issu- 
ance of the $1,000,000 stock of the new 
company to them in proportion to the 


the first option, and in proportion to 
the net additional premiums paid by 
those electing the second option. 
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IMPROVEMENTS NEED ®) 


E, McConney of Bankers Life of Joy, 
Gives Brilliant Analysis at 
Dallas Meeting 


DALLAS, TEX., Oct. 15.—The ques 
tion of growth and stabilization at th 
maximum size at which the greatey 


profit can be returned are two of th a Alt 
most important problems which fi * grea 
companies must face in the future, defiistant 
clared Vice-president and Actuary EJmwas dele 
McConney of the Bankers Life of Iova 
before the annual meeting of the Amer ~~ 
ican Life Convention here this week remit 
His brilliant paper on “Modernism i fjnium n 
Life Insurance’ was one of the out-(—than w° 
standing talks given at the gathering JB “As ° 
Mr. McConney declared that wher tainly ¢ 
the saturation point of population in the mpste4t he 
United States is reached in the not too agen 
distant future, the growth of any con he ee 
pany will mean a decrease in some bility ° 
other company. Salaries and expenses Mr. ; 
will reach a stationary condition. Mor [ete an 
tality will likewise approach closer to™y © 
100 percent of the American Experience "™'*S P 
table as population will be composed of ee 
older people. Therefore, when that she decl 
condition is reached, life companies must JB "P00 © 


made 


—_—— 





be prepared to stabilize at that point in 
order to insure a maximum profit. 
Growth is. dependent on various fat- 
tors, one of the most important of 
which is interest rates. Rather than 
vainly hoping for the return of high 
interest rates, companies should ot 
ganize themselves so they can maintain 
a proper balance between the factors 
involved in surplus and proper mat- 
agement. Companies will have to ad- 
just themselves to these problems 4s 
time goes on, but they must lay the 
ground today for what is ahead. 


Functions of Company 


Mr. McConney outlined the six func- 
tions performed by a life company and 
pointed out some of the defects in their 
present operation. Management of @ 
life company, he said, involves the fol- 
lowing factors: Sales, selection, service, 
investment, law and mathematics. While 
it would be desirable to have one, ¢x- 
pert administer each of these functions 
this is not possible and consequently 
they must be combined in various de- 
partments. 

Some of the greatest changes, Mr. 
McConney declared, have come about 0 
sales methods. Until recently, he said, 
it was the practice to “goad salesmen 
into a frenzy” and the “supreme Pp! 
nacle of achievement was to sell a widow 
a two pants suit to bury her husband 
in.” Though the prime consideration t™ 
day is to keep the customer satisfied 
many archaic and detrimental practices 
are still hampering the business. Draw: 
ing a laugh with his witty comparison 
to the budget juggling feats of the na 
tional administration, Mr. McConney de- 
clared more stress should be placed by 
the sales department on a proper ac 
counting system. Of great importanct 
are the questions: “How can a satls- 
factory volume be had at a reasonable 
cost and what is the cost of putting ol 
the pressure to write another million ©! 
new business?” The sales department 
must have a picture of the extent of the 
territory in which it operates and the 
cost of supervision in relation to results 
(CONTINUED ON LAST PAGE) 
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Prepare 
ration DALLAS, Oct. 15.—The suggestion 
4s broached by C. C. Ferguson, gen- 
4] manager Great-West Life, in a pa- 
her presented at the meeting of the 
merican Life Convention today, that a 
EE DE )Mrovision be inserted in new non-partici- 
ating policies giving the company 
; jwer to increase premium rates up to 
Life of lowe certain. maximum. Such a provision, 
ysis at - observed, would be analogous to the 





il feature in bonds. It will be a sort 
{ safety valve for the protection of in- 
wed and insurer, he declared. 

He made this suggestion in the midst 
{his paper on interest rates. Mr. Fer- 
yson was not present, owing to 1m- 
ortant conferences of the Canadian 
ife Insurance Officers Association 
wer Alberta legislation, which is caus- 
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doubt, continue to apply easy money 
policies, so that they may be able to 
obtain at low cost part of the funds with 
which to meet such demands. In view 
of this, he declared, the prediction would 
not be justified that the moderate up- 
ward trend in interest rate which some 
statisticians foresee is likely actually to 
eventuate in the immediate future. Tak- 
ing the longer view, it seems reasonable 
to expect that an upward trend will 
eventually develop, either in spite of ad- 
verse political pressure or because of a 
recognition on the part of statesmen that 
such event, if it is a concomitant of 
improving business conditions, is not to 
be opposed or regretted, 


Factor of Managed Money 
The outstanding factor which should 





the individual of a decrease in interest 
rates. 

Although taxpayers may benefit, al- 
most every taxpayer is also a recipient 
of interest, directly or indirectly. Gen- 
erally speaking, the group that loses by 
an interest reduction is the same as the 
one that benefits. The trouble is that 
the average person does not have a 
tangible conception of how his life in- 
surance is affected by a low interest 
yield. 

Reduction in interest rates does not 
necessarily mean reduction in taxes, he 
declared. It is more than likely that the 
amount saved in interest charges will be 
diverted to new forms of spending. He 
concluded that investors, especially the 
small ones, would suffer a net loss from 
arbitrary measures taken to reduce in- 
terest rates. 


Stockholder Is Benefited 


Aiter a series of industrial defaults 
that resulted in lower interest yield, 
came the practice of industrial concerns 
and governments calling their obliga- 
tions. He declared that, to the extent 
that government policy has made re- 








President Patterson Is 
Living Strenuous Life 





A. E. Patterson of Chicago, 
general agent of the Penn Mutual, 
is leading a strenuous life as new 
president of the National Associa- 
tion of Life Underwriters. His 
correspondence has _ increased 
many-fold following the Boston 
convention. On Friday he spoke 
before the sales congress at Peoria, 
Ill. Then he gave talks at Spring- 
field and Champaign, Ill. On 
Wednesday of this week he rep- 
resented the National Association 
of Life Underwriters at the meet- 
ing of the American Life Con- 
vention and spoke there. On 
Thursday he went to Denver to 
give a talk and make arrangements 
there for the 1937 convention. He 
has two stenographers busy in 
addition to his own secretary. 











to a greater extent than their interests 
are likely to be advanced by unwise 
money management or by arbitrary debt 
reduction measures. In this effort, the 
life companies have a handicap in that 
they cannot use inflammatory harangue. 
It has a great advantage, however, in 
that life insurance has served its clien- 
tele so well and is so popular that it will 
have a sympathetic audience. 

Under participating insurance, he ob- 
served, the companies can safely con- 
tinue on the plan of charging premiums 
that will be adequate, even if future in- 
terest rates are very low. On the other 
hand, with respect to non-par insurance, 
the difficulty in calculating rates that 
will be safe for the companies and fair 
to policyholders is now very great. 


J. F. Johns, home office agency mana- 
ger of the California-Western States Life 
in Sacramento, is taking a six weeks 
vacation trip to South America. 














rh; +, P a et ti t i lici , = 
which [if ng great alarm. H. W. Manning, as- lietote "ell vapant Weele to ee tke - funding by call available and advan- 
future, defi: 1 manager Great-West y : : : t to industrial ti h 

, deMsistant genera g »| managed money has come into being, | t@geous to industrial corporations, the 
\ctuar Was delegated to read the paper. : result has been to benefit stockholders at 

y E gi Mr. Ferguson asserted. The kind of he Gta ak tales ck Gas eee 
ife of low, Initial Premi management that has been given to , rp x 
the Ame. ee ee Te re ; money during the last few years has had | Preferred shares. “One wonders,” he 
this weer For 2 policy having a provision for | the effect of creating an easy money said, whether there was fairness or 

ne! week sremium increase, he said, the initial pre- | situation and therefore low interest rate. | S0und economic purpose in this.” 
lernism iaffnium might well be considerably less “If governmental policy,” ‘he asserted, He declared ~ the public mind is 
F the out-M™than would be otherwise necessary. “has been effectual in arbitrarily deflect- | Obsessed with a ora interest complex 
athering, {& “As companies,” he said, “would cer- | ing interest trends during the past few that is sure to be influential on public 
hat wherftainly exercise the call privilege with | years, can we not expect that govern- policy, though it may be illogical and 
tion in theegreat reluctance, no unfair treatment of | ment will in the future at least attempt | JUriOUS. | ” ; 
1e not too |epolicyholders need be apprehended and | to continue the process?” Life insurance, according to Mr. 
any com (the plan would add much to the sta- Because human motives and influences | Ferguson, “will be the chief sufferer 
in some [bility of life insurance as an institution.” | have been introduced, the difficulty of | from this obsession. There is no ani- 
expense [F Mr. Ferguson said there is danger in | accurately forecasting interest trends has | mosity felt against life insurance but life 
on. Mor. f|ethe present situation in that government | become multiplied. He expressed the | insurance is the largest financial insti- 
closer tof may be tempted by the low interest | belief, however, that there are distinct | tution that depends in a considerable 
Xperience tates prevailing to borrow money un- | limits to which human management of | degree upon fair interest rates over long 
iposed of enecessarily or unwisely. In any event, | interest can go and that in the long run | periods. It is, therefore, especially vul- 
hen that @ he declared, public opinion is so insistent | the natural economic influences will be | nerable. The. life companies have the 
nies must | upon certain forms of expenditure being | more potent in their effect. task of convincing policyholders that 
point in| made that the government will, no Mr. Ferguson analyzed the effect on | their interests can and may be injured 
fit, 
ious fac- 
rtant of 
ler than 
of high 
uld or 7 
maintain 
factors AS 
mat —_ : 
to ad- s 
ems as ~~ 2 
lay the 
a 
x func- CITIZEN 
ny and 
n their 
t of a 
he fol- : : 7 
eri tephen Girard believed that every citizen owed part of his 
Le 
ne ex- . . > ° be 
oe time and money to his city and state. In keeping with that 
uently M - : : 
1s de- belief he gave freely of his fortune and, in a life far busier 
Ben than that of most men, he devoted much time and energy to 
said, gird . . : 
sme the civic affairs of Philadelphia. For several terms he served aegis 
» pin- 5 
is , . . . . ‘Ee 
pe in the City Council, was for over twenty-two years Warden 1 * 
mn t0- ° we) se ° . s "Cieean Te 
sfied of the Port, and as Director of many public institutions acted ner 
tices lia, ee 
esi with untiring zeal in the interests of his city and on behalf of 
» Na- . ee . ° . . 
- de- his fellow citizens. His life was one of service and true public 
1 by a aa 
- spirit—the life of a distinguished and useful citizen. 
atl 
atis- ‘ 
able 
; oll 
E GIRARD LIFE 
rent 
the 
the INSURANCE COMPANY OF PHILADELPHIA 
ults 
This advertisement is seventh of a series Opposite Indepe =a Hall 




















ain 
“me duauauuuuauuus 
— —a 


i — —t 


tt 


= 


pea) luis My 





5 


ae 
a 1 
! 
——* 
—————S=—=_ 


—=—S=—=> 






ake iy, 








sn 


re 


Dire set 


srrwewns 
Mer CU Uttar urruers 
—r 

— 

, « NI GCORM CK —m 


Girard’s Water Street House 



















THE NATIONAL 


UNDERWRITER 





October 16, 1 




































Be «vs 









THERE’S EVEN A DIFFERENCE 


IN FOOTPRINTS .. 


No two people in the world are alike. 
Medical records prove this. And insurance 
differs even more than footprints because 
each individual’s life problems are radically 


different . . . even those of identical twins. 


That is why B. M. A. offers such a wide 
variety of insurance protection, including 
accident, health, all forms of life, annuities, 
group and juvénile policies. Frequently, 
features of several B. M. A. plans are com- 


bined to meet the individual’s needs for 


COMPLETE PROTECTION. 















This is why B. M. A. salesmen are estab- 
lishing unprecedented sales records of 
COMPLETE PROTECTION plans in 
thirty states and the District of Columbia. 


BUSINESS MEN’S ASSURANCE CO. 


W. T. GRANT, PRESIDENT 
KANSAS CITY, MISSOURI 











New York C. L. U. Chapter to 
Lay Stress on Production 





VISITING LEADERS TO SPEAK 


Studying Project to Promise Jobs to 
Qualifying Undergraduates Spe- 
cializing in Insurance 


NEW YORK, Oct. 15.—The pro- 
duction side of the Chartered Life Un- 
derwriter movement will be emphasized 
by the New York C .L. U. chapter with 
a parade of producing talent as speak- 
ers at informal luncheons during the 
coming season, T. G. Murrell, presi- 
dent of the chapter and manager Con- 
necticut General Life, has announced. 

It has been found that many Char- 
tered Life Underwriters who are lead- 
ing producers have home offices in the 
east which they visit in the course of 
the year. The New York chapter is 
planning a series of informal luncheons 
to be arranged to coincide with the 
visits of these leading producers, the 
meetings to be conducted on the con- 
ference basis with questions and an- 
swers, rather than imposing the neces- 
sity of preparing set speeches. M. War- 
ren Benton, assistant manager Duns- 
more agency, Equitable Life of New 
York, will be in charge of arranging 
these meetings. 

The chapter is studying a project for 
employing young men in agencies and 
home offices from among the students 
in colleges who have majored in life 
insurance and finance. The plan pro- 
vides for a personality or aptitude test 
by means of an interview with the 
prospective employer during the stu- 
dent’s junior year, and a promise of a 
job, based on the outcome of this inter- 
view and the completion of his studies. 

With current emphasis in the life in- 
surance business on the “how” of sell- 
ing, the C. L. U. chapter is making 
its contribution by means of question- 
naires completed at each meeting on 
“sales plans which worked.” It is ex- 
pected that the pooling of sales ideas 
will act as a stimulus for successful 
production. Harry Krueger, North- 
western Mutual, chairman sales promo- 
tion committee, will organize a sales 
seminar based on the sales plans col- 
lected. 

A questionnaire will be completed 
this year supplementing the one of last 
year which showed the average earn- 
ings of Chartered Life Underwriters in 
management work as $8,500 per year 
and of those in personal production as 
$6,743 per year. Benjamin Alk is 








On Executive Committe 
of Life Presidents 
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HENRY S. NOLLEN 


Henry S. Nollen, president of thie 
Equitable Life of Iowa, has bef 
elected a member of the executive con. 
mittee of the Life Presidents Associa 
tion. He is in Dallas this week exteni. 
ing greetings to the American Li 
Convention in annual session, from th 
Life Presidents Association. 





































Sims Can’t Cancel License 
of Prudential, Court Hold 


CHARLESTON, W. VA., Oct. 15- 
Commissioner Sims of West Virginia 
had no authority to cancel the Pruder- 
tial’s license for compromising a disabil- 
ity claim of G. W. Henderson of Fair 
mont, Judge Hudson of the circuit cout 
here has ruled, stating that “the con- 
missioner of insurance has entirely mis 
conceived the scope and extent of the 
powers conferred upon him by the leg- 
islature in assuming that it gave him the 
authority to compel the insurance cont 
pany to comply with his demands.” 

The Prudential agreed with Hender- 
son to pay him $2,000 and rewrite his 
policy, minus the disability feature, after 
he had made a claim under the latter 
provision. 











working this up. The monthly lunch- 
eon meetings will be continued at the 
Hotel Martinique. 








THE WEEK IN INSURANCE 


— 





Annual meeting of American Life Con- 
vention is being held this week in Dallas. 
Pagel 

a cake: ok 


Annual meeting of the Financial Sec- 
tion of the American Life Convention 
was held this week in Dallas. Pagel 

* * 


Annual meeting of the Legal Section 
of the American Life Convention brought 
out many substantial —— Page 1 

* OK 


G. S. Nollen, in presidential address 
before meeting of the American Life 
Convention, scans the politico-economic 
scene. Page 2 

* * 

Improved agency practices to be 

sought by President Alexander E. Pat- 


tersen of National association. Page 3 
* kK * 

Illinois Life Underwriters Association 

holds sales congress. Page 8 
a ae 


Modernized methods must be adopted 
by life companies, declared E. McConney, 
vice-president and actuary Bankers Life 
of Iowa, at Dallas meeting of American 
Life Convention. Page 4 

x ek 

Launching of an industrial research 
bureau on a modest scale immediately is 
advocated at meeting of Industrial Sec- 





tion of American Life Convention in 
Dallas. Page 3 
* * * 

New York City Life Underwriters As 
sociation hears former_Treasury Secre- 
tary Ogden L. Mills, Republican, and 
Senator J. W. Bailey, Democrat, argue 
for their respective parties as protectors 
of life insurance een. Page 3 

* 


New York C. L. U. Chapter will ah 
production in its program of acre 
for the coming —- Page 

* 


“Call” feature in non-participating poli- 
cies, suggested in paper by C. C. Fere™. 
son at ae Se — Page 


Ten New York City members of = 
lion Dollar Round Table describe wor 
ing methods at New York selling ce 
nar. Page 

kK OX 

September life insurance production 
showed a 10.8 percent increase; year-t0-~ 
date drop is cut gaa percent. Page‘ 

* 


J. F. Maine, agency executive of 4 
London Life of London, Ont., Can., W 
retire from its active service Dec. 1. 

Page 16 


* * * 
Bankers Life of Nebraska issues <— 
insurance-investment policy. Page 
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anita EPagid-For Up 10.8 Percent 


ents Bod, 


Last Month; 


Year Off 2.2 








NEW YORK, Oct. 15.—Life insur- 
ance production for September was 10.8 
ercent more than in September of last 
ear, while the total for the first nine 
months of this year was 2.2 percent less 
than for the corresponding period of 
1935, according to the Life Presidents 
jation. 
— September, new business of all 
classes was $630,831,000 against $569,- 
418,000. during September, 1935—an in- 
crease of 10.8 percent. All classes con- 
tributed to the increase. New ordinary 
amounted to $387,229,000 against $356,- 
$73,000, increase 8.5 percent. Industrial 
was $208,001,000 against $190,044,000, in- 
crease 9.4 percent. Group insurance was 
$35,601,000 against $22,501,000, increase 
58.2 percent. 

For the first nine months, the total 
new business of these companies was 
36,417,898,000 against $6,564,649,000, de- 


















crease 2.2 percent. New __ ordinary 
amounted to $3,987,375,000 against $4,- 
150,418,000 decrease 3.9 percent. In- 
dustrial was $2,009,928,000 against $1,- 
892,014,000, increase 6.2 percent. Group 
was $420,595,000 against $522,217,000, de- 
crease 19.5 percent. 

The total new paid-for business writ- 
ten during each of the first nine months 
of 1935 and 1936, and percentage in- 
creases are shown in the following table: 








1935 1936 1935 

Jan. $ 821,403,000 $ 678,006,000 —17.5 
Feb. 718,161,00 661,473,000 —7.9 
March 763,907,000 772,355,000 1.1 
April 729,109,000 739,807,000 1.5 
May 726,857,000 749,374,000 3.1 
June 689,828,000 767,978,000 11.3 
July 899,595,000 748,389,000 —16.8 
Aug. 646,371,000 669,685,000 3.6 
Sept 569,418,000 630,831,000 10.8 
$6,564,649,000 $6,417,898,000 —2.2 



















Insurance Is Major Factor 

















N 
nt of yf un Building Independence 
has bee e 
“utive con. America today is the major anchor 
's Associ upon which the advances of the world’s 
ek exteni{[ civilization rest their hope, and one of 
rican Lif the major factors in building and main- 
» from the taining what we have in this country is 
American life insurance, M. J. Cleary, 
——__[§ president Northwestern Mutual Life, 
said in an address on “Life Insurance 
nse §& in Our Present Economic and Social 
t Hold ' Structure,’ before the Inland Daily 
| Press Association luncheon. “Life insur- 
ance exemplifies the American spirit as 
Oct. 15-— does no other institution within our 
Virginia borders,” Mr. Cleary said. “When I 
— speak of the American spirit, I am 
a Eee thinking of that age-old struggle for 
: 4 : i personal freedom, economic security and 
th — financial independence. That spirit has 
* Coll found its most complete expression in 
rely mis- America.” 
it of the 
be le Conservator of Savings 
re “Life insurance is a conservator of 
ds.” savings, a promoter of social-serving en- 
Wiende: terprises,” Mr. Cleary said. “It is a char- 
seine fie acter builder. It has been a great source 
re, after of hope and confidence in a distressed 
* ie and discouraged world. Its record is a 
monument to the thrift, the self-reliance 
and the sense of personal responsibility 
——— of the American people. It is a monu- 
loud ment to private initiative and manage- 
at the ment. Life insurance is an integral part 
of the economic and social structure of 
America.” 
ENE 
Futz Wants Patterson 
to End Evil of Twisting 
on in 
Page 3 EIGHTY-FOUR, PA., Oct. 15. 
Paci Joseph Futz, up-and-coming in- 
Secre- surance man, is deeply coneerned 
, and Over a traveling salesman who vis- 
argue ited this community and succeeded 
os In getting two of Mr. Futz’s clients 
to drop their insurance and take 
stress Policies in a cheaper company. 
ites Mr. Futz has appealed to Hon. 
- Hunt, insurance commissioner, de- 
; poli- claring that this traveling sales- 
ergu- man is a bolshevik imported here 
rage 5 by Stalin of Russia to undermine 
Mil. American ideals. 
vork- He insists that he be prosecuted, 
sem: Stating that nefarious work of this 
age type will eventually overthrow 
_— the government. 
r-to- Mr. Futz has also asked Presi- 
age 7 F dent A. E. Patterson of the Na- 
si tional Association of Life Insur- 
will ance Men to see that hard work- 
~ ing life insurance underwriters are 
1 Protected against inroads of this 
new kind. Lawes 
se 28 —— 














Two Arrested in Disability 
Fraud Case in New York 


NEW YORK, Oct. 15.—Accused of 
obtaining $60,000 in disability payments 
and $20,000 more in waived premiums on 
a $50,000 policy issued by the New York 
Life, William Weinstein, 49, and his 
daughter, Mrs. Beatrice Harris, both of 
the Bronx, New York City, have been 
arrested on charges of attempted grand 
larceny and subornation of perjury. 
Weinstein was also charged with per- 
jury. It is the first life insurance fraud 
inquiry of the new accident fraud bu- 
reau. 

According to Assistant District At- 
torney Botein, in charge of the bureau, 
witnesses will testify that although al- 
legedly disabled by paralysis agitans, 
which forced him to withdraw from 
business, Weinstein was nevertheless 
able to dance every evening at a sum- 
mer resort in Sullivan county, N. Y., 
where he spent last summer; that he 
dived into the river, walked and ran 
without effort and indulged in gymnas- 
tic stunts. Motion pictures were taken 
of him walking normally and otherwise 
showing entire absence of the symptoms 
| which afflicted him when in the pres- 
ence of insurance company doctors. 

A taxi driver who had been a key 
witness in an earlier trial, at which the 
company was ordered to reinstate the 
policy, has since testified that he was 
induced by Weinstein and his daughter 
to perjure himself, according to Mr. 
Botein, giving rise to the subornation 
of perjury indictment. 

The case is an unusual one in dis- 
ability actions, as companies generally 
stop with proving themselves not liable 
for further payments and do not go on 
and have the claimant prosecuted, even 
in cases where the presumption of fraud 
is strong. 





Marshall Honors Veterans 


S. S. Marshall, Prudential superin- 
tendent at Peoria, held a dinner for 
R. E. Young and H. E. Babcock, 
who passed the 25 year mark in service 
and are joining the Prudential’s old 
guard. Mr. Marshall has one of the 
largest districts in the country with 
78 men. 


Visit Agencies en Route 


President Claris Adams and Frank L. 
Barnes, agency vice-president of the 
Ohio State Life, have been visiting 
Texas agencies prior to attending the 
American Life Convention in Dallas. 

A. O. Swink, president Atlantic Life, 
and W. H. Harrison, vice-president and 
superintendent of agencies, visited agen- 
cies in Georgia, Alabama and Missis- 
sippi while on their way to the Amer- 
ican Life Convention. 
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life insurance salesmen, 


realize that competent, 






carefully rehearsed support 







does not decrease the bril- 











liancy of the individual, but 
increases it; that a scientifi- | 
ically planned sales program 

! 


adds luster and effectiveness 


to their own work. 


The General American Life 
and its field organization 
are cooperating on a plan- 
ned program of field activi- 


ties. 
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Frills in Settlement Options 
Big Problem Today 





DALLAS, Oct. 15.—In addressing 
the meeting of the Legal Section of 
American Life Convention here, O. F. 
Grahame, assistant secretary Guardian 
Life, waded into the problem that many 
believe must sooner or later be squarely 
faced of dispositions under supplemen- 
tary contracts. This was a completely 
documented, thoughtful paper that will 
be studied carefully by the expert. 

He observed that although the op- 
tional methods of settlement were intro- 
duced about 1900, little use was made 
of them until about 15 years ago. This 
use has shown a phenomenal growth in 
the past five years. About one billion 
dollars in assets are being held by the 
companies under some form of settle- 
ment. The 1935 New York department 
reports listed the present value of 
amounts held under supplementary con- 
tracts not involving life contingencies 
by companies operating in New York, 
excluding Canadian companies, as $775,- 
991,000. As of Dec. 31, 1918, the com- 
parable figure was $52,000,000; Dec. 31, 
1923, $81,300,000; Dec. 31, 1928, $195,- 
200,000 and Dec. 31, 1933, $529,800,000. 


Challenging Problem Today 


This huge sum, he declared, offers 
one of the most challenging problems 
in life insurance today. There is an 
acute investment problem involved as 
well as problems executive, administra- 
tive and legal. 

Partly responsible for the recent in- 
crease, he declared, has been the stabil- 
ity of the companies in weathering the 
depression and the relatively high rates 
of interest paid by the companies. How- 
ever, the settlement options have such 
utility that there is bound to be a per- 
manent development of them. 

The disposition problem, he declared, 
arises generally when the beneficiary 
elects, usually to leave the money at 
interest, and requests that the money 
be paid on her death to a named person, 
that is, a second taker or contingent 
payee. The beneficiary usually declares 
the right to withdraw. Often a re- 
quest is made that the second taker be 
changed. This reservation of owner- 
ship rights by the first taker, with @ 
disposition over to the second taker, 
raises the question whether there is a 
passing of title at death, so that the 
arrangement is testamentary and thus 
valid only if executed as a will, and 
subject to the prior claims which a will 
must give way to. 


Basie Validity 


The basic validity of the settlement 
option is unquestioned, he declared. In 
most states there are statutes recogniz- 
ing the settlement option procedure, 
generally by a brief mention in the 
standard provisions for policies or by 
providing for exemption of supplemen- 
tary contract funds. It is only the ex- 
tra or fancy provisions that raise the 
disposition problem. 

Policies issued in England and Scot- 
land do not have optional methods of 
settlement, he stated. Indeed, the prac- 
tice of having third party beneficiaries 
is not well established, except for wives 
and children, and then only by statute. 
The American beneficiary practice is 
unique. By special provision, an in- 
stallment settlement will be entered into 
in England and Scotland by some com- 
panies for the wife and children. This 
is the situation as to settlements in Ar- 
gentina, Austria and Denmark, while 
companies in Belgium, France, Italy, 
Norway, Peru and Sweden issue op- 
tions. German practice has changed to 
eliminate the option, due to an unfavor- 
able annuity experience. Swiss com- 
panies do not have the option. 

Insurance departments, he declared, 


Unquestioned 


pee If statutory attention is deemed 
advisable, he said, it should probably 
emanate from this source. In addition 
to “spendthrift trust” statutes, at least 
four states have adopted contingent 
payee practice by enacting a modern 
policy providing for contingent ‘payee. 
The statutes provide for the interest 
option, for the election by the bene- 
ficiary, for the payment to the bene- 
ficiary’s estate unless otherwise directed, 
and for commutation, which would seem 
equivalent to the right of withdrawal. 
The statutes definitely create an excep- 
tion to the statute of wills, and trusts 
or other principles need not be consid- 
ered in those states as being necessary 
to justify contingent payees and with- 
drawal privileges if a statutory policy 
is used by the company. The states are 
North Dakota, South Dakota, Minne- 
sota and Ohio. 

In view of the apparent difficulty in 
basing the contingent payee practice on 
any satisfactory theory and assuming 
that the practice should be pursued, it 
might well have legislative approval. If, 
upon request, this approval is refused, 
the companies should consider that pub- 
lic policy is against extending these 
services. 

Program Legally Sound 

Mr. Grahame summarized by stating 
that the settlement option and supple- 
mentary contract program is legally 
sound—only the frills are under discus- 
sion. The practice of naming contin- 
gent payees was copied from the pol- 
icy beneficiary practice, but there are 
distinctions between them. The naming 
of contingent payees may be supported on 
trust or contract principles and both 
theories have some support in the cases 
and statutes, or contingent payees may 
be supported in certain instances on the 
theory of a life estate with power of 
disposition, and a remainder over, where 
the insured sets up the arrangement, 
and by assignment if the first taker is 
the grantor. The theory of a joint ten- 
ancy may offer a limited solution, but 
is not recommended. The _ practice 
should have legislative attention and 
until such attention is given, insurers 
should pursue a cautious policy and ad- 
here to the following rules: 

“Make payments, if possible, to the 
estate of the first taker. ‘Change the 
policy to read that payment will be 
made to the estate on the death of the 
first taker under the supplementary con- 
tract, but to take care of the insured’s 
elections of successive payees, and so 
that it will be possible to be liberal oc- 
casionally, do not provide for payment 
to the estate unless otherwise provided 
but state unless otherwise agreed in 
writing, so that there will be a right of 
veto. If a contingent payee is named, 
do not grant to the first taker the right 
of withdrawal, or the right to change 
payees. However, if the right of with- 
drawal, or the right to change payees, is 
granted, provide for the practice in the 
supplementary contract, or get the con- 
sent of the second taker, since on trust, 
contract, and policy beneficiary princi- 
ples, the second taker can be divested 
only as agreed or provided. If the 
right to change payees for administra- 
tive reasons or otherwise is not granted, 
but the right to withdraw is granted, 
and a change of payee is requested, 
which it is desired to honor, consider, 
for obvious reasons, recalling the con- 
tract, perhaps putting through a with- 
drawal even though it would involve 
taking a re-deposit, and then re-issue. 
If the right to withdraw is not granted, 
but the right to change payee is granted, 
then change to the estate before per- 
mitting withdrawals. Wherever contin- 
gent payees are named or changed, in- 





have given little thought to the prob- 





sist that the persons named be the, 


Membership Head 














CHARLES J. ZIMMERMAN 


Charles J. Zimmerman, general agent 
Connecticut Mutual at Newark, has been 
appointed chairman of the important 
membership committee of the National 
Association of Life Underwriters by 
President A. E. Patterson. This is the 
job that Mr. Patterson himself had dur- 
ing the fiscal year just closed. It is, of 
course, one of the most important chair- 
manships. Leaders in the association 
are keeping their eyes on Mr. Zimmer- 
man and it may be that he will be 
groomed for the vice-presidency in 1938. 
He is a popular leader and was ac- 
claimed in 1934 when after being nomi- 
nated for a trustee of the National as- 
sociation by the executive committee, 
election being assured, he withdrew so 
that Mr. Patterson could be elected as 
trustee and thus be eligible for election 
as vice-president in 1935 and president 
in 1936. 


Nebraska Department Claims 
Sole Authority on Insurance 





LINCOLN, NEB., Oct. 15.—John S. 
Logan, attorney for Insurance Director 
Smrha, has asked the courts having 
jurisdiction over the suit brought by 
several policyholders against the Serv- 
ice Life to rule that the insurance de- 
partment has all-inclusive power and 
authority over the business. of insur- 
ance, subject only to appeal. 

The department contends, he says, 
that it is to the public interest that 
assaults on insurance companies be not 
made in the courts, with consequent 
publicity and inevitable damage to the 
companies, before the powers of the de- 
partment have been invoked. Neither 
should the courts be burdened with the 
laborious tasks of examining the neces- 
sarily involved and complicated state 
of insurance accounts, when the com- 
panies have either been examined with 
reference thereto or the department is 
equipped with the necessary expert 
talent. 





preferably all the, natural objects of the 
first taker’s bounty. Act cautiously on 
large cases. If you are just entering 
the contingent payee field consider your 
statutes and case law and ponder an 
assignment creating a life estate with 
power of disposition. Finally, exercise 
every other precaution a resourceful law 
department would recommend.” 


Dorion With Yeomen Mutual 


H. S. Dorion has been appointed De- 
troit general agent of Yeomen Mutual 
Life. Offices will be at 1466 National 
Bank building. Mr. Dorion for several 
years had been Detroit general agent of 





Manhattan Life. 








Aurora Is Selected for 1997 ‘Explait 
Meeting of Illinois Bode 

























BOARD CONFERS AT PEORIA ANALY 

Local Association Problems Are RM yuch It 

viewed in Discussion Led by Pres. Ka 
dent H. M. Solenberger 

By C. D. SPENCER TOR 

The Illinois Life Underwriters 4, -—. 
sociation will hold its annual meetig, 0.00 
in Aurora next spring, probably hs 008, 
April just before Life Insurance Weg, het 
This was decided at the meeting of th o hi 
association’s board in Peoria prior 4 oe | 
the big sales congress there. Bernay : es 
Stumm, Northwestern Mutual Life gep. paige 
eral agent in Aurora and _ conventio, . 4 
committee chairman, extended the jp. ine 
vitation. This year for the first tin mi h 
the business meeting was held in th al 
afternoon prior to the board dinner pac 
which proved successful as it gave mor Ra ‘ 
time to the discussion of local associa. The ( 
tion problems. President H. M. Solep. inqui 
berger outlined the successful plans Citie 
being used in Springfield, his home city, pcg 
He urged larger association member. with 
ships in order to finance a good sale fund 
congress program and to give prope peree 
publicity. Better results can be secured 
by having a membership drive in the 
fall and by arranging the whole year DAI 
program in advance, he said. the m 

Public Education Urged Ameri 
, partict 

Public education to offset adverse the re 
propaganda was urged and it was sug. counse 
gested that local associations place goot B the 
life insurance books in libraries for the the pt 
public’s reference. A resolution wa fe of t 
adopted commending the life com — sketct 
panies’ educational work in the past and obser 
urging more extensive programs in the B |!) 
future. Charles Axelson, Northwestern trom 
Mutual of Chicago, past president was aie 
named the association’s representative = 
on the Insurance Advisory Council of 
Illinois. 

In the discussion of local association 
problems the need for establishing the 
association’s prestige and to make it 
an honor and privilege to become a 
member was stressed. The need for 
outlining a complete program for the 
year in advance was brought out, as it 
would not only eliminate the last min- 
ute confusion but it makes it possible 
to secure better speakers and in using 
the year’s program as an argument in 
securing members. Good membership 
results are secured by getting managers 
interested in the association work and 
by having each manager line up his 
own men. 

The work of the national legislative 
committee at Washington was held to 
be worth the cost of the membership 
alone without the other advantages. 

Bernard Bonino, Metropolitan Life 
manager at Rock Island, told of the 
difficulties there in competing with the 
Davenport association across the river 
for members. It was urged that asso- 
ciation meetings be held at the end of 
the week so that industrial men can at- 
tend as they are busy making collec- 
tions the first three days of the week. 

Mass Education 

Herbert Hendricks, Equitable Life of 
Iowa general agent at Decatur, re- 
ported as chairman of the educational 
committee. He urged the development 
and_ possibilities in mass education, 
stating that it is one of the most im- 
_— problems of life insurance to- 
ay. 

A step-up plan in electing new offi- 
cers was suggested so that there be no 
drastic changes in the administration. 

The problem of determining the attend- 

ance of meetings in advance was dis- 

cussed by J. W. Ross, Mutual Benefit 

Life at Peoria. He said that the Pe- 

oria association is divided into five di- 
(CONTINUED ON PAGE 21) : / 
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ns Radical Debtor 


Explai 
Relief Laws in Alberta 








| \NALYZES THE NEW MEASURES 


“Much Interest in Report of Ralph H. 
Kastner at Meeting of A. L. 
C. Legal Section 





TORONTO, Oct. 15.—The govern- 
ment of Saskatchewan has worked out 
, reduction plan amounting to $75,- 
00,000, applying to mortgage debts in 
that province. Although it secured 
the cooperation of the life companies 
in this plan, the result is a consider- 
able loss to them. Government and 
municipal securities in Saskatchewan 
are not involved, apart from the mu- 
nicipalities which have actually de- 
faulted. Market prices for such securi- 
ties have declined in price, however, 
through fear that the movement will 
spread throughout the west, and even 
that some in the east will be affected. 
The Ontario government is holding an 
inquiry over the defaults of the Border 
Cities group of municipalities, which 
are opposite Detroit, and are meeting 
with local opposition to a plan to re- 
fund their debts at from 144 to 34% 
percent interest over a 60 year term. 


DALLAS, Oct. 15.—Those attending 
the meeting of the Legal Section of the 
American Life Convention here were 


' particularly interested in that portion of 


the report of R. H. Kastner, associate 
counsel of the A. L. C., that dealt with 
the new debt adjustment legislation in 
the province of Alberta. The knowledge 
of this legislation has been - rather 
sketchy in this country. Mr. Kastner 
observed that it is quite radical in effect. 

The act abolishes the rights of appeal 
from an order of the adjustment board, 





and empowers the lieutenant governor 
in council to postpone payment of all 
or any debts, liabilities or obligations, 
as well as enforcement of liens or en- 
cumbrances or other securities. 

The most outstanding provision detri- 
mental to the interests of creditors is 
that providing for the recomputation of 
old debts as of July 1, 1932. The amount 
thereafter recoverable would be the bal- 
ance outstanding and payable as of July 
1, 1932, reduced by any payments made 
since that date, whether on account of 
principal, interest or otherwise. Interest 
on the debt after July 1, 1932, is can- 
celed and the amount determined due 
would be payable in 10 annual instal- 
ments, beginning in November, 1937. 
The act limits the interest charge on 
new debts to 5 percent. 

Another law, the municipal securities 
interest act, would limit interest payable 
on existing municipal securities to 3 per- 
cent after Sept. 1, 1936. 

Another law provides that the rate 
of interest on all debentures, stocks, 
treasury bills and saving certificates 
issued by the province, and all deben- 
tures guaranteed by the province, with 
one exception, shall be reduced one-half, 
except as to such securities carrying 3% 
or 3 percent interest in which interest 
shall be reduced to 2 percent. 


Limitations on Legislation 


The only limitations on legislation in 
Alberta are those laid down in the Brit- 
ish North American act, Mr. Kastner 
observed. Many counsel believe that 
these new acts in Alberta in the main 
are ultra vires of the provincial govern- 
ment powers, yet the Dominion govern- 
ment has thus far indicated no disposi- 
tion of taking any action to disallow any 
of such new laws, as it might on the 
ground that they are detrimental to the 
national welfare. 

Mr. Kastner presented a well organ- 
ized review of the important legislative 
happenings and departmental actions 
during the year. He referred to the 
new federal income tax provisions, the 





broadening of the federal interpleader 
act, which he said will now be more ad- 
vantageous to a life company confronted 
with conflicting demands or threats. He 
referred to the holding that the munici- 
pal bankruptcy act is unconstitutional. 
He expressed gratification that the bill 
to vest the regulation of bondholders 
committees in the Securities & Ex- 
change commission did not prevail. He 
expressed the belief that the full effect 
of the federal social security act is not 
generally appreciated. Much time and 
effort must be expended in working out 
improvements in the act, he said. 

He referred to unemployment com- 
pensation laws and pointed out that a 
matter of primary importance to insur- 
ance companies is whether commis- 
sioned agents come within the tax pro- 
vision. He mentioned the new Ken- 
tucky inheritance tax law requiring each 
life company promptly to notify the de- 
partment whenever insurance proceeds 
are paid over to beneficiaries. Cali- 
fornia requires notice of insurance pay- 
ments between $5,000 and $25,000. 
Where the amount exceeds $25,000 or 


where total life insurance is known to | 


exceed $50,000, payment to the bene- 
ficiary is not to be made by the com- 
pany until specific release or consent is 
obtained from the prescribed state 
official. 

He mentioned old age pension mat- 
ters, insurance code revisions, etc. 


Ohio National Gets Award 


A certificate was awarded President 
T. W. Appleby of the Ohio National by 
Jesse Roberts, president Direct Mail Ad- 
vertisers Association, for the excellence 
of the company’s sales portfolio, which 
was judged one of the 50 best pieces of 
direct mail in the country. The Ohio Na- 
tional has used its sales portfolio since 
June, one being given each agent. It 
shows the use of direct mail and con- 
tains suggested literature to be used as 
mailing pieces. The portfolio is the work 
of Arthur Theiss, publicity manager. 











Missouri Association Plans 


Midyear Meet in Columbia 





The Missouri Association of Life Un- 
derwriters expects approximately 300 at 
its midyear meeting in Columbia, Oct. 
23 and 24. 

The meeting will open Friday after- 
noon with a business session, which will 
include committee reports. The educa- 
tional committee is trying to get C. L. 
U. courses into the various colleges and 
schools of the state. The program com- 
mittee will report on its work of arrang- 
ing programs for local associations out- 
side Kansas City and St. Louis, and the 
membership committee will report. 

On Saturday morning O. Sam Cum- 
mings, Texas manager Kansas City Life, 
and vice-president of the National asso- 
ciation; J. C. Higdon, vice-president 
Business Men’s Assurance, and Fred T. 
Rench, general agent National Life of 
Vermont at St. Louis, will speak. At 
luncheon, the speaker will be Alexan- 
der E. Patterson of Chicago, National 
association president. 

Following the luncheon, many will 
attend the Missouri-Iowa State football 
game at Columbia. Columbia agents, 
headed by John Darling, will be hosts 
to the group. 


A. L. C. Conventioneers Jolted 


DALLAS, Oct. 15.—Seven people in 
a taxicab who had been to Fort Worth 
Monday evening to see its exposition 
were jolted en route here as the vehicle 
was run into by a switch engine. Don 
Roberts, treasurer Acacia Mutual, had 
to be given some medical attention due 
to arm injury. Others who received 
minor injuries were T. A. Sick, secre- 
tary-treasurer Security Mutual of Ne- 
braska; J. R. Hann and wife of Chicago, 
President R. L. Lounsbury, Bankers 
National Life; R. B. Montgomery, vice- 
president Acacia Mutual. Mrs. Sick is 
at a local hospital. 








A.R. Perkins, Agency Manager 







































Jefferson Standard representatives are ready 
for a big November in honor of the birthday 
of President Julian Price. 


A brand new Merchandising Idea is ready for use and it will 
be the basis of the November selling plan. 
‘“President’s Special,” it is predicted that the plan of insur- 
ance covered in this new “idea” will be a valuable addition 
to the sales kits of the men and women in the field. 


Watch November! 


Aptly named 


efferson Standard 


Life Insurance Company 


JULIAN PRICE, President 
GREENSBORO, NORTH CAROLINA 
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G. W. Smith Scouts Talk 
of Need for 23% Reserve 





INDIANAPOLIS, Oct. 15.—“I don’t 
believe there is any basis for the rumor 
that some of the legal reserve life in- 
surance cornpanies are considering going 
on a 2% percent reserve basis, declared 
G. W. Smith, president New England 
Mutual, in addressing a breakfast meet- 
ing of the General Agents & Managers 
Association Tuesday. Mr. Smith was 
closely followed by a nearly 100 percent 
attendance, as he discussed the present 
and future of life insurance in this coun- 
try, quite informally but with keen in- 
sight. He expressed the hope that life 
insurance can be kept out of politics. 

The future of life insurance in this 
country is not dimmed in the least by 
the recently enacted social security 
measures in the opinion of Mr. Smith. 
These must undergo severe tests where- 
as life insurance has earned its impor- 
tant place. He referred to the effect of 
pension plans on_ other peoples. As 
demonstrated in England and France, 
the tendency is to cause people to jean 
upon the government and in other coun- 
tries the pension system has proven to 
be not good for the morale of the land. 
The American system of life insurance 
is by far the best. 


Current Results Good 


The value of life insurance to the gov- 
ernment cannot be put aside. Sixty-three 
million policyholders are the greatest 
stabilizer the government has and this 
will be demonstrated in the next few 
years. 

“We can expect unsettled world con- 
ditions for some years to come, Mr. 
Smith predicted. It is the policyholders 
who will pay the national debt which 
keeps mounting. , 

He said that life insurance production 
and experience has been gegen A and 
has apparently been but little a ected 
by the coming election. There has been 
but little reaction to political speeches, 
he stated, although the statement of 
Frank Knox at Allentown, Pa., did bring 
some correspondence to Mr. Smith’s 
desk. Since the true meaning of Mr. 
Knox’s comment was made public later, 
such letters of inquiry have ceased com- 
pletely. There is every evidence that 
the public has the greatest confidence in 
life insurance. 

“After each depression we. have 
emerged upon a higher level of living, 
Mr. Smith declared, “and I feel confi- 
dent that this is going to be our experi- 
ence again.” 


Purchasing Power of Dollar 


“I often receive letters expressing con- 
cern over the loss of purchasing power 
of the dollar,” he said, “which I answer 
this way: The dollar has different pur- 
chasing power in different years and life 
insurance is bought year by year with 
the same dollars. The insured has the 
privilege of having these dollars paid 
back to him or his beneficiary over a 
period of years and thus get the benefit 
of the fluctuating purchasing power. The 
trust business is now with us. The 
amount of insurance funds left with the 
companies years ago does not compare 
with the present experience. Now the 
amount is comparatively one-half of the 
claim paid, and because this is the best 
investment men can make. No bank 
would make a like guarantee to deposi- 
tors. Years ago we did not talk invest- 
ment, now we agree that life insurance 
is the best investment obtainable.” 

“Life insurance companies are not 
faced with a great selling problem,” he 
continued. “Most companies can in- 
crease their business as much as they de- 
sire, the problem is to take care of the 
funds that keep pouring in.” Last year 
his companv wrote the largest amount 
of new paid business in any one year and 
on Oct. 1 this year that figure had been 
equaled. This, in spite of the fact that 


annuity limits and other special fund 
producing policies had been curtailed as 
to acceptable limits. ‘“‘No wonder an- 
nuities have been popular when you 
consider what the investor has been get- 
ting,” he commented. 

“I’m concerned by the mounting fed- 
eral debt,” Mr. Smith stated and out- 
lined the program of progressive loans 
for long time periods that have been 
issued by the government this year on 
a 234 percent interest basis. The next 
step in results is already under way, 
as utilities and other corporations are 
following suit with large refundings of 
their bonded indebtedness with low in- 
terest issues, as soon as convertible dates 
arrive. While the insurance companies 
derive a temporary advantage from re- 
ceipts of premiums which are a part of 
such refundings, the effect upon the 
net interest income is depressing. The 
high price of long term high grade 
bonds reduces the yield on all such pur- 
chases to the present low basis estab- 
lished by the government’s policy as to 
bond issues. With each new govern- 
ment issue comes the announcement that 
the issue has been heavily over-sub- 
scribed, the reason for which has been 


that banks and insurance companies have’ 


had to subscribe for as much as 10 times 
the amount they actually wanted in 
view of the final scale-down in allot- 
ments. The problem of keeping funds 
in income producing securities of sound 
value is at present hard for the invest- 
ment committees of life companies. 

At this point Mr. Smith invited ques- 
tions from the floor which he answered 
and the following additional lines of 
thought were developed. 


Ability to Earn Interest 


The trend of returns on high grade 
securities follows the trend of govern- 
ment securities. 

Asked if companies are concerned over 
the ultimate ability to earn the 3 or 34% 
percent returns required by reserves, Mr. 
Smith said, “We are not disturbed about 
the 3% percent requirement.” It was at 
this point that he discredited the rumor 
that life companies are, some of them, 
contemplating going on a 2% percent 
basis. “This might be a point if we had 
to depend upon excess interest alone 
but lack of excess interest is not both- 
ering yet. Until now it is a little more 
than half what it was four years ago.” 

The second contributor is favorable 
mortality, even though the mortality rate 
is at present higher than last year for 
some unaccountable reason, 

While rates of interest on new bond 
purchases are low there are other sources 
of better returns such as policy loans. 
“Maybe I am touching a sort spot when 
I express the opinion that the interest 
rates on policy loans should not be cut,” 
he ventured. The companies have been 
ready to loan their policyholders their 
equity in their policies in good times 
and in times of depression. Most men 
cannot get money from banks under 
present conditions. When banks were 
charging high rates for loans still the 
insurance companies continued to make 
policy loans at the same level. The 6 
percent rate he regards as a stabilizer. 


Can’t Increase the Rates 


One question put was by a general 
agent who had been asked by a policy- 
holder if a mutual life company could 
assess its policyholders or raise rates 
on going policies. Tha answer was 
“No” as the contracts are fixed. Such 
action could be taken only by a com- 
pany on an assessment basis. 

The desirability of keeping life insur- 
ance out of politics was again empha- 
sized. Mr. Smith quoted a case where 
a widow with two paid up policies in 
the New England Mutual and two small 
bank deposits was so disturbed over 





something she heard regarding life in- 


surance over the radio in a political ha- 
rangue that she decided to surrender 
the policies and draw her money from 
the bank. Good advice was proffered 
and further action has not yet been re- 
ported. 

Mr. Smith was asked as to the effect 
and workability of the social security act. 
Actuaries are of the opinion, he said, 
that it would be absolutely impossible 
for the government to create and operate 
such a vast fund which, it is estimated, 
would reach 50 billion dollars by 1980. 
It would be practically impossible to 
put enough safeguards around such a 
large fund to prevent its diversion by 
some future enactments. It would be 
easy to change the law to make the fund 
available for emergency or other pur- 
poses. Competent actuaries, he said, 
suggest that the fund be put on a “pay- 
as-you-go” basis, collecting sufficient 
taxes year by year for its needs. If the 
present program is pursued the entire 
national debt would be held in govern- 
ment bonds by the fund by 1980 if the 
fund should not be dissipated. These 
facts were pointed out to the adminis- 
tration before the enactment of the 
masure. 


Emphasizing Insurance Value 


It was suggested from the floor that, 
as in the case of war life insurance for 
soldiers, the bungling of the social se- 
curity funds would emphasize the value 
of life insurance as conducted by pri- 
vate institutions. 

In introducing Mr. Smith, Wm. H. 
Meub, Indianapolis general agent New 
England Mutual Life and president of 
the managers’ association, reminded his 
hearers that Mr. Smith had first iden- 
tified himself with the actuarial depart- 
ment of the company in 1904 and sold 
insurance at the same time; in 1909 had 
become examining actuary for the 
Massachusetts department and actuary 
of the department in 1917; had gone with 
the Life Presidents’ Association as actu- 
ary in 1919 and returned to New Eng- 
land Mutual as vice-president in 1923, 
becoming president in 1929. 

Messages were read from officials of 
Indianapolis life insurance companies 
who were absent from the city attend- 
ing the American Life Convention ses- 
sions at Dallas. 


Patterson, Hull Feted at 
Joint Luncheon in Dallas 


DALLAS, Oct. 14.—The Dallas Life 
Managers Association and Dallas Life 
Underwriters Association jointly held a 
special luncheon in honor of A. E. Pat- 
terson, Penn Mutual, Chicago, the new 
president of the National Association 
of Life Underwriters, and R. B. Hull, 
manager of the National association. 

O. Sam Cummings of Dallas, national 
vice-president and manager Kansas 
City Life, introduced Mr. Patterson, 
who announced the week of Aug. 23 
as the date of the 1937 national conven- 
tion, to be held in Denver. He told of 
new program methods in the Chicago 
association, of which he is a past presi- 
dent, noting sales clinics, with selling 
demonstrations. 

He discussed the agency practices 
agreement. In San Francisco, he said, 
it was found 2,000 life agents were li- 
censed, only 700 had office addresses 
and 10 percent could not be found. He 
pledged support of the agreement by 
the National association and said ag- 
gressive follow-up would be pushed, es- 
pecially relating to part time agents 
in urban centers and unfit full timers 
everywhere. He said no company gets 
even 5 percent of its new business from 
part timers in urban centers. 

Mr. Hull extended greetings. J. M. 
England, Kansas City Life, president 
Dallas association, and Herbert Hol- 
comb, Pan-American, president Man- 
agers association, presided. O. P. 
Schnabel, Jefferson Standard, San An- 
tonio, attended and Ricks Strong, Dal- 
las, president Texas association, and 
George Barmore, superintendent of agen- 
cies Federal Life, were present. 














RECORDS 


———__ 

State Mutual—September marked tt, 
13th month during which a gain has be. 
recorded in paid business. The Septep, 
ber gain is more than 26 percent. Be 
ures for first nine months show ay a 
crease of 11 percent. The gain in nal 
business for the year reflects both an ip 
crease in the average size policy and x 
increase in the number of policies, h 
the State Mutual’s experience this yey 
the amount of term expirations, inchy. 
ing the expiration of extended insurang 
amounts to 26 percent of last year’s yy. 
ume. The reduction in the amount ; 
policies surrendered is 36 percent ani 
the reduction of the policies which lapse, 
—expired without any cash value—is j 
percent. 

Jefferson Standard Life—Gain of $1), 
000,000 insurance in force for year wis 
a $340,000,000 total. New paid busine: 
shows an increase of approximately g. 
000,000 over the first nine months d 
1935 and the first and second year te. 
newal rate shows a 3 percent improve. 
ment. The Jefferson Standard has com 
pleted plans for its annual drive for ney 
business in honor of President Julian 
Price, whose birthday occurs on Noy, % 
The sales plan for next month is basei 
on “quality business.” As in many years 
past, it is anticipated that November 
will be the largest month of the year for 
the Jefferson Standard. 


Columbian National Life—In Octobs; 
Columbian National is celebrating th 
birth month of its president, Francis P 
Sears, with a campaign in his honor 
Agents have responded — enthusiast: 
cally, as in the first few days of the can: 
paign the production of new _ busines 
has run over 30 percent ahead of the 
same period of president’s month last 
year. 


Yeomen Mutual—An increase of $ 
percent in new paid-for business in the 
first nine months of 1936, compared 
with the same period last year, was re 
ported by President A. H. Hoffman xt 
the fall meeting of directors. He re 
ported a 17 percent increase for Sep- 
tember. Policies are larger in size, more 
policyholders are paying on an annul 
basis, and there is a great increase in 
the number paying off policy loans. 

W. G. Gastil, Connecticut General Life, 
Los Angeles—September was _ biggest 
month of year in written new business, 
exclusive of annuities and single pre 
mium cases with over $750,000; gain for 
September 47 percent, and for the year 
to Oct. 1, 31 percent. 

Mark S. Trueblood, Union Central 
Life, Los Angeles—Has shown substan- 
tial increase each month with 33 per- 
cent gain for four months ended Oct. |. 








John Hancock Executives 


on Swing Through Mid-West 


BOSTON, Oct. 15.—President Gu 
Cox, Vice-president E. H._ Brock 
Agency Manager James H. Messingtt 
and Comptroller of Agencies J. F 
Wood of the John Hancock Mutual 
Life left the home office early this week 
for annual visits to the agents in leading 
cities of the middle west. The itinerary 
is: Oct. 14, Pittsburgh; Oct. 15, Cleve 
land; Oct. 17, Columbus; Oct. 18, It 
dianapolis; Oct. 19, Cincinnati; Oct. 2), 
St. Louis; Oct. 21, Des Moines; Ott 
22, Minneapolis; Oct. 23-24, Chicago; 
Oct. 26, Detroit. 





Indianapolis Actuaries Elect 


At the annual meeting of the Indi- 
anapolis Actuarial Club, P. C. Moore 
Reserve Loan Life, was elected pres 
dent; E. J. Buddenbaum, Indianapol 
Life, vice-president; R. A. Clark, Unite 
Mutual Life, secretary-treasurer. 1 i 
Smith, Peoples Life, was appointe 
chairman of the program committee. 
George Van Fleet, actuary of the Tex 
board of commissioners, spoke on “Cot 
vention Examinations from the View 





point of the Examining Actuary.” 



























DAL 
Snember 
: poard, 
Othe me 
P yention 
pyears } 


+ po 


rtun! 


 creasin 


>in 


the 


© service 
» poratio 
© who b 
! more | 
for fre 


ar 


e gl 


> being 
P that it 
» of the 


Now 


> ljoans 
» private 


fi 


Il th 


> cular] 
» in nev 


As 


he re 
condi! 
family 
riage 

There 
comn 
whicl 


inves! 


=| 
\ 
4 
‘ 














while 
be a 
finan 

Ta 
life c 
mort 
tend 
beco! 
instit 
their 
tions 
men’ 
used 
the | 
tinu: 








netober 16, 1936 


LIFE INSURANCE EDITION 


1] 














shorts Insurers to Handle 
' More of the Home Financing 


)S 


a 





















r marked 4, 

£10 has bel -INDS REAL OPPORTUNITY 
€ Se 

percent, 3 

now a Member of Home Loan Bank Board 
n si ™ 

S both an in q Addresses Annual Meeting of Amer- 

olicy ang ican Life Convention 












’ DALLAS, Oct. 15.—H. E. Hoagland, 
nember of the Federal Home Loan Bank 
‘hoard, Washington, D. C., in addressing 
Dthe meeting of the American Life Con- 
‘vention here today, contended that the 
DSi’ cars immediately ahead offer an op- 
value~is © portunity and obligation for the in- 
te creasing participation of life companies 
rain of $1, jn the home-financing field. Despite the 
t year witM service that Home Owners Loan Cor- 
Wd busines fe poration provided, he said that those 
believe that private enterprises are 







respondent in Georgia on a policy which | 


was a New York contract, and the com- 
pany contested on the ground the in- 
sured had made material misrepresenta- 
tions as to his health in his application 
and that the policy was therefore void, 
and that under New York law it was not 
permissible to show that the applicant 
had in fact given truthful answers to 
the agent contrary to the written an- 
swers in the application. 

The court also granted the appeal of 
the commissioner of internal revenue for 
review of a decision by the United 
States circuit court of appeals holding 
that Midland Mutual Life did not real- 
ize taxable income, in an amount equal 
to accrued interest on certain loans on 
farm property which it held and which 
were secured by mortgages when it bid 
in the mortgaged properties at fore- 
closure sales for an amount equal to the 
loans and accrued interest. 

In transferring the investments on its 
books from the mortgage-loan to the 
real estate accounts, the company car- 
ried the properties at amounts equalling 
the principal of the loans plus any dis- 
bursements which it had made for taxes 
and costs, but the amounts of interest 
included in the bid at the foreclosure 
sales were not entered as part of the 





Cultivation in Drought 
Years Finally Rewarded 











From a drought-stricken area in 
western Nebraska comes an insurance 
story far out of the ordinary, and 
packed with elements of human inter- 
est. 

Lean years have been no novelty to 
the hardy farmers of that section. Crop 
failures have been frequent. Buying 
power dropped to low ebb. 

In that territory was Leo C. Tilsley, 
Nebraska representative of Bankers 
Union Life of Denver. One of his 
company’s best producers, Tilsley was 
waging a hard and successful battle for 
business. He remembers clearly his 








the company and his determination was 
approved by the board of tax appeals 
but reversed by the circuit court of ap- 
peals. 

On the motion of Equitable Life of 
New York the court dismissed for want 
of a substantial federal question an ap- 
peal by the insurance commissioner of 
Wyoming from a decision of the state 
supreme court that the 1931 state stat- 


calls on one particular farmer and_ his 
wife, the parents of eight children, Liv- 
ing 12 miles from town, this family 
welcomed the friendly visits Tilsley 
made. But as for life insurance that 
was out of the question. Bare essen- 
tials for the large family was the im- 
portant thing at that time. 

A year passed. Tilsley had not seen 
this man for many months—had about 
forgotten him. Then, the other day a 
call came for Tilsley. Would he please 
come out to the farm. And though 
Tilsley had almost forgotten the man, 
yet the man had not forgotten Tilsley. 
Nor had he forgotten the vital need for 
life insurance which Tilsley had so im- 
pressed in his mind. The farmer’s first 
words made this clear. 

“What a darn fool I’ve been,” he 
told Tilsley, “to go all this time with- 
out life insurance for any of us. I want 
you to fix up a policy for me and one 
for my wife and for each of my chil- 
dren. Things look a little better now. 
And if crops are good next year, I 
want to arrange to increase the amount 
of each policy.” 

So in a few hours, Tilsley drove back 
to town with 10 applications. And sev- 
eral days later, having gathered in eight 
more applications meanwhile, he per- 











mately $2.9 who 
months 9 a more beneficial than what may be hoped 
id year nf for from publicly owned corporations, 
it improve. fF are glad to know that HOLC is now 
1 has con. peing liquidated. He expressed the hope 
ve for ney that it will not become a permanent part 
€nt Julian fF of the financial structure. 
n Nov, 9 Now that HOLC has ceased to make 
h is base) loans and is definitely in liquidation, 
lany yeas private enterprises, he contended, must 
Novembe Fill the breach. Life companies are pe- 
© year for culiarly fitted to assume a prominent role 
in new lending activities, he declared. 
nh October Opportunity for Financing 
ating the a : 
‘rancis P As for the opportunity for financing, 
is honor he referred to the improved economic 
ithusiast conditions, increase in jobs, increase in 
the cam family units, with an accelerated mar- 
busines @ tage rate and the undoubling process. 
d of th There is an increasing demand for ac- 
nth last commodations with an increase in rents 
; which is approaching the point where 
investment and new construction is worth 
se of 9 while. He predicted that there would 
3S in the be a good demand for funds for home 
ompared financing. 
Was te- Taking up the question of obligation of 
man at life companies to invest funds in home 
He te. mortgages, he stated there has been a 
or Sep. tendency for institutional investments to 
-e€, more become ‘“governmentalized.” Financial 
Bey institutions that temporarily abandoned 
cae n their usual assistance to business opera- 
ee tions substituted investment in govern- 
meth ment bonds. The proceeds of these were 
hi a used to do the work, away from which 
le pre: the financial institutions shied. If a con- 
ain for tinuance of this concentration of invest- 
1e year ments by financial institutions in gov- 
ernment bonds is to be avoided, such in- 
Central stitutions will have to reenter the field 
— of private investments. 
ou Many of the loans made by HOLC 
and RFC should have been made by pri- 
vate capital instead, he said. 
“ Desirability of Home Loans 
Vest Although the amount of mortgage 
lending by life companies in recent 
months has increased, the total amount 
Guy ot such current investments is still less 
3rock, than one-half the pre-depression volume. 
= He spoke of the desirability of home 
, loans. They provide diversification of 
= risk and afford a net yield above the 
wee average earned on life company assets as 
ading a whole. 
“ss He suggested certain safeguards in 
| a -o _ por - -re ——. 
on wally : stitution of amortize 
Oct no gages for straight loans. Most 
be “mericans can plan their expenditures 
. a monthly basis much more effectively 
= on a semi-annual or other longer 
erm basis. A direct reduction amortized 
, a iS more fair to the borrower and in 
the long run it will prove more satis- 
ndi- factory to the lender. 
ore, 
esi- U ° os 
obs - S. High Court Action 
ited .WASHINGTON, Oct. 15.— The 
R. United States Supreme Court consented 
ted to review two insurance cases and dis- 
tee. missed a third appeal for lack of a sub- 
xas | = Stantial federal question. 
om f | The court granted a review of a de- 
wef cision of the Georgia supreme court 
gpa by John Hancock Mutual. In 
ase an action was brought by the 
















cost of the properties in its annual state- 
ment. The commissioner determined 
that the interest was taxable income to 





was unconstitutional. 





4 “My husband paid me a compliment. But I am 
sorry he did. ~ When he died a little over six 
years ago, he left me about $40,000 in life 
insurance. Not long before he died he came to 
me and explained that with the help of his life 
insurance agent he had worked out an arrange- 
ment which would use this $40,000 to give me a 
life income, but none of the principal 
in cash. I thought he didn’t 
have much confidence in my 
judgment, and told him so. 
He was nice about it. He 
changed the arrangement 
so that I would receive 
the $40,000 in cash. His 
life insurance agent object- 
ed strenuously. But my husband 
wanted to please me. ~ Not long 
after that he died. I discussed the 
investment of $40,000 with my sister’s 
husband. In good faith, he advised me 
to invest $15,000 of it in the company 
he was working for. I did so. About six 
months later the company went: into bank- 
ruptecy. My brother-in-law lost his good job, 
and was broken-hearted about the loss of my 
$15,000. ~ I bought some good stocks with 
$20,000. They were good stocks, too. They were 
so good that I bought more of them than I 
could pay for, on margin. You remember what 


happened to even good stocks between 1929 


ute for taxation of insurance companies 















sonally presented the total of 18 at his 
company’s home office. 








and 1932. ~~ I finally have worked up to 2 good 
position in a department store. My daughter 
went to business college instead of to the Uni- 
versity. She now is a good stenographer and 
contributes to the family’s support. My son, 
after high school, found a job as an errand 
boy. ~ « I’m not ashamed of what hap- 
pened — even wise business men make 
mistakes. But if a life insurance 
man arranges your husband’s 
life insurance so that no- 
body can ever ‘advise” 
you what to do with it, 
thank him... and 
thank your husband for 
listening to him.” ea eae 
Cases like this are not so 
common today, for men are com- 
ing to heed the counsel of trained 
life agents who urge that insurance 
proceeds, beyond lump sum needs, be 
paid as income, providing lasting security. 
Ask an NYNL agent to show you the chart 
plan, a quick, accurate way to determine life in- 
surance needs, and to find the most economical 
way to cover them. And ask him about NYNL’s 
record of growth and stability, particularly dur- 
ing the depression. It is outstanding, even as 


compared to the fine record of all life companies. 


forthwestern National Life Insurance Company 
O. J. Arnold, President 


Minneapolis, Minnesota LIBERAL 


STRONC 








This ad appeared originally as a full page in Time magazine 
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Big Meeting Now in Full Flower 


(CONTINUED FROM PAGE 1) 





in addition to his own remarks. A. G. 
Palmie, manager industrial department, 
Home State Life of Oklahoma City, 
talked on the subject, “The Cost of 
Agency Turnover and Suggested Rem- 
edies.” F. M. Nettleship, secretary of 
agencies of the Equitable Life of Wash- 
ington, D. C., who is secretary of the 
section, talked on “The Merits of Re- 
search Commended to Industrial Life 
Companies.” 

The Industrial Section started a few 
years ago has grown in popularity and 
a movement is now on hand to estab- 
lish some sort of clearing house at 
A. L. C. headquarters so that the indus- 
trial people can have up to date serv- 
ice. 

This afternoon there was a group in- 
surance round table presided over by 


Vice-president E. E. Brill of the General 
American Life. These group conferences 
have been very attractive. This session 
was originally scheduled for Thursday 
evening, but due to the fact all hands 
desired to be at the Centennial Thurs- 
day evening, the forum was held in the 
afternoon, simultaneously with the In- 
dustrial Section meeting. / 

There was a bridge game for ladies 
in the lounge of the Baker Hotel Tues- 
day evening. Mrs. W. M. Jeffers, United 
Fidelity Life, was in charge of ladies 
headquarters. The ladies were tendered 
a luncheon at the Dallas Woman’s Club 
Wednesday. 

Three insurance commissioners visited 
the convention. R. L. Daniel of Texas 
has two sons residing in Dallas, so he 
| was on hand. J. G. Read of Oklahoma 

















Be a Builder 


Every time a life insurance sales- 
man convinces a prospect, he erects a 
bridge over which someone will cross 
to financial security. 


The prospect may be pre- 
paring for his own fu- 
ture, or he may seek to 
provide a safe journey 
for his dependents. 


But the important truth is 
that THERE JS A 
BRIDGE. 


Che Prudential 


Snsurance Company of America 
EDWARD D DUFFIELD, President 
Home Office 





Newark, New Jersey 


heard about the Texas-Oklahoma foot- 
ball game in Dallas Saturday so he ran 
down. Commissioner O’Malley of Mis- 
souri arrived early in the week. 

This morning General Manager C. C. 
Ferguson of the Great West Life, Dr. 
H. Y. Benedict, president University of 
Texas, and Dr. H. E. Hoagland of 
Washington, D. C., a member of the 
Federal Home Loan Bank board, pre- 
sented papers. 

The general sessions started yester- 
day morning with President Nollen giv- 
ing his outstanding address. Col. C. B. 
Robbins, manager and general counsel 
of the American Life Convention, gave 
an account of his stewardship and there 
were greetings from the Association of 
Life Insurance Presidents, National As- 
sociation of Life Underwriters, Canadian 
Life Officers Association, United States 
Chamber of Commerce and the National 
Fraternal Congress. 

Yesterday afternoon President J. J. 
Pelley of the Association of American 
Railroads at Washington, D. C., Super- 
intendent of Insurance H. D. McNairn 
of Ontario, Vice-president and Actuary 
McConney of the Bankers Life of Iowa 
held forth. 

The annual convention dinner dance, 
a very brilliant affair, was given ijast 
evening. ; 





CURTAIN RAISERS 











The first two days were given entirely 
to meetings of two sections, the Legal 
occupying Monday and Tuesday, and 
the Financial all day Tuesday. Sam B. 
Sebree, general counsel Midland Life of 
Kansas City, presided over the Legal 
Section and Harry V. Wade, assistant 
to the president of the United Mutual 
Life of Indianapolis, was chairman of 
the Financial Section. The programs of 
both these sections were well rounded 
and highly edifying. At noon Monday 
there was a luncheon for the Legal Sec- 
tion with Frank Wozencraft, general 
solicitor Radio Corporation of America 
at New York City, presiding, he for- 
merly being a chairman of the section. 
The address was made by Judge W. H. 
Atwell of the U. S. district court here. 


Agency Section Meeting 


Tomorrow morning will be given over 
to the Agency Section with A. L Dern, 
vice-president Lincoln National Life, as 
chairman. There will be three insurance 
speakers, George H. Harris, Sun Life of 
Montreal, Vice-president J. C. Higdon, 
Business Men’s Assurance, and Execu- 
tive Vice-president W. C. Schuppel, 
Oregon Mutual Life. 

While the Legal and Financial Sec- 
tions were in session the annual golf 
tournament of the A. L. C. people was 
held at the Brook Hollow Golf Club 
with Henry Abels, vice-president of the 
Franklin Life, as chairman of the golf 
committee. 

The executive session will be held to- 
morrow afternoon when reports will be 
heard and officers elected. 

The general session opened with a 
large attendance. There were three flags 
decorating the auditorium, the United 
States, Canadian and Texas banners. 
Col. C. B. Robbins opened the session 
with his report. 

Representatives of other associations 
were present to extend fraternal greet- 
ings. Jos. W. Evans of Houston, a di- 
rector of the U. S. Chamber of Com- 
merce, represented that organization. He 
is a cotton man and a director of the 
Seaboard Life. 

Henry S. Nollen, president Equitable 
of Iowa, brought felicitations from the 
Association of Life Insurance Presidents. 
George E. Merigold of the Prudential, 
a member of the Presidents committee 
was present, but A. T. Maclean, Massa- 
chusetts Mutual, could not attend. 
Alex. E. Patterson, president National 
Life Underwriters Association, repre- 
sented that body. Foster Farrell, execu- 
tive secretary, appeared for the National 
Fraternal Congress; R. L. Daniel, 
Texas insurance commissioner, for the 











National Association of Insurance Com- 


—=— = 
eral counsel, for the Canadian Life h 
surance Officers Association, 7 

Col. C. B, Robbins, manager Ames 
can Life Convention, in giving his . 
nual report, cast his glance over the ie 
insurance year, referring to productip 
interest rate situation, federal and g,, 
legislation, important court decis.. 
and then related some of the ACtivitie 
and happenings of special interest to th 
American Life Convention during 4, 
year. Membership of the A. L. ¢; 
now 139, which is the largest since jy; 
Two members were lost during the yea 
and seven new companies were 4 
mitted. 

He expressed the belief that the pre. 
ent low interest rate condition is trang. 
tory and that the lending field will so, 
be returned to private institutions ay 
with the demand occasioned by reneye 
business activities, the interest rate yj) 
return to normal just as it did after th 
first years of the present century, whe 
rates were abnormally low. 


Social Security Taxes 


Taxes payable by insurers under th 
various state unemployment compens. 
tion laws and under the federal soci 
security act is a matter of considerable 
concern. Its effect does not seem to be 
fully appreciated generally, he stated 
There are now 17 states and the Dis. 
trict of Columbia that have unemploy. 
ment compensation laws. One of thos 
states, Washington, has decreed its lay 
to be inoperative and the North Caro. 
lina legislation is ineffective. 

Insurance code revisions appear in 
prospect for next year in California, 
Illinois, Kentucky, Louisiana and Vir. 
ginia, he said. The effect of some of 
the state old age pension laws on insuwr- 
ance is of interest, he declared. A 
Massachusetts amendment provides that 
ownership of a $1,000 policy does not 
disqualify a relief application if the policy 
has been in force for five years. New 
York permits ownership of life insur 
ance by relief applicants but authorizes 
the public welfare official to require an 
assignment of such policy to insure cost 
of burial payment and repayment of as- 
sistance granted. Ohio provides that all 
insurance exceeding $250 shall be placed 
under a trusteeship as a guarantee for 
repayment of the assistance. West Vir- 
ginia requires assignment of insurance 
policies as security for repayment of 
assistance. Practically all state laws 
now provide that the value of the as- 
sistance granted shall constitute a lien 
against any estate left by pension re 
cipients. 








Cision; 






























NOLLEN’S GREAT TALK 











Aside from the report of Colonel 
Robbins, the only other sustained fea- 
ture of the opening session Wednesday 
morning was the president’s address. 
This was a masterpiece. G. S. Nollen 
devoted himself to those things eco- 
nomic that are affected by political ac- 
tion.. “Intangibles Behind the Balance 
Sheet” was his topic. His theory is that 
a life insurance executive should give 
the same kind of attention to external 
economic matters as he does to the i1- 
ternal management of his company. | 
In approaching  politico-economic 
questions, the life insurance executive 
should not be a partisan. He should 
not be swayed by invective and catch 
phrases, but should cut through to 
fundamentals and decide what national 
economic courses are best for the wel- 
fare of the enterprises in which life 
insurance company investments are 
made and then should exert influence in 
an attempt to see that those courses are 
pursued. 

Mr. Nollen’s address was in no sense 
a thinly veiled attack on the new deal, 
as sO many economic discussions on the 
part of business leaders are today. In 
some of his findings, Mr. Nollen coin- 
cided with new deal policy and clashed 
with Republican doctrine, and vice versa. 
Mr. Nollen exhibited an uncommon 
knowledge of facts as well as a philo- 
sophic conception of the problem as 4 





missioners, and R. Leighton Foster, gen- 


(CONTINUED ON PAGE 24) 
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LU. NEWS 


> meCLAIN INDIANAPOLIS SPEAKER 





; At a luncheon meeting of the Indi- 
napolis C. L. U. chapter, Commissioner 
HicClain announced that the Indiana life 
Gren who have earned this designation 
ould be licensed without examination 
y the department. He commended 
ichly the professional standards and 
omprehensive educational requirements 
‘xemplified by the C. L. U. movement. 

“The new Indiana life qualification reg- 
lations mark a great step in advance 
or the insuring public and their bene- 
caries,” the commissioner said. “All 
e agents who wish to renew their 
Hicenses must qualify, either by exami- 
Fnation under the supervision of the in- 
‘surance department or by certification 
“of the company to be represented that 
‘the agent has completed satisfactorily a 
‘training course approved by the depart- 
ment. 

“Agents not previously licensed must 
also meet the requirements within six 
‘months of the date on which they make 
[application for licenses under an affi- 

davit as to their general qualifications 
and fitness to be licensed. It is gener- 
ally conceded that, in due time, the new 
qualification regulations will place 

Indiana in the forefront of states in 






9 
















| maintaining the highest standards of life 


insurance service for the people of 
Indiana. An important feature of the 
regulations is the requirement that the 
agent must have a thorough knowledge 
of the insurance laws of. this state, of 
the ethics of the -business and of ap- 
proved practices in serving the public.” 

Four new members were enrolled in 
the chapter. 


Palmer Explains Functions 
of the Illinois Department 





The value of the Illinois insurance 
department’s work was outlined by 
Superintendent Palmer at the Illinois 
Association of Life Underwriters mid- 
year meeting in Peoria. The average 
citizen expects too much of the insur- 
ance department as integrity and abil- 
ity cannot be legislated, he said. Mr. 
Palmer believes in as little regulation 
as possible but in a business conducted 
on a broad scale such as insurance a 
certain amount of statutory regulation 
Is necessary. There is no such thing 
as a perfect insurance department, com- 
pany or agent, but efforts can be made 
to do the best under existing laws and 
political conditions. There have been 
a few complaints under the new anti- 
twisting law. The measure is hard to 
prosecute. People expect great things 
of the agents’ license law but Mr. Pal- 
mer feels that it will take several years 
for it to develop properly. The depart- 
ment can’t prepare examinations that 
will eliminate the unqualified but by 
passing an elementary examination the 
agent will at least know the funda- 
mentals of insurance. Mr. Palmer 
urged the agents to take an interest in 
the functions of the insurance depart- 
ment to see that it is operated on a 
high plane, 





General Agents, Managers 
in San Francisco Gathering 





Members of the general agents and 
managers section of the San Francisco 
ife Underwriters Association will meet 
Friday of this weeek for a round table 
'scussion of a number of important 
matters, Objectives for the present as- 
sociation year were presented by V. T. 
Motschenbacher, manager Sun Life, 
chairman of the section. Important 
x of new legislation were presented 
ne J. Curry, general agent Penn Mu- 
ual Life, chairman of the legislative 
committee of the association, Member- 
ship and contemplated activities were 


discussed by F. J. Van Stralen, manager 
Massachusetts Mutual Life, chairman 
membership committee. 

Civic activities which include partici- 
pation in the San Francisco Bay bridge 
celebration were discussed by Richard J. 


Shipley, general agent Northwestern 
Mutual Life, chairman civic relations 
committee. 


Special Federal Union Deputy 

COLUMBUS, O., Oct. 15.—Sidney S. 
Wilson of Willoughby has been ap- 
pointed a special deputy in charge of 
the rehabilitation of Federal Union Life. 
He was for 18 years secretary-treasurer 
of Western Reserve University and later 
reorganized Andrews School for Girls 
at Willoughby. The Federal Union case 
comes up in the common pleas court 
in Columbus this week. 


Equitable’s Dallas Meeting 


DALLAS, Oct. 15.—The Equitable 
Life of New York held an agency meet- 
ing here this week with managers and 
top men present from Oklahoma, Ark- 
ansas and Memphis agencies. There 
were present from the home office Vice- 
president F. L. Jones and Arthur 
Spaulding of the agency department and 
William Rothaermel of Chicago, agency 
superintendent in the central west. 





Stockholders Dividend Tax 
Upheld by Wisconsin Court 


MADISON, WIS., Oct. 15.—Term- 
ination of litigation to test the constitu- 
tionality of Wisconsin’s tax on stock- 
holders’ dividends leaves the companies 
no course but to pay. The tax is a 2% 
percent levy on that portion of stock- 
holders’ dividends attributable to busi- 
ness done in Wisconsin. The Supreme 
‘Court’s decision was not appealed. 

Investment income is taxable only in 
the case of companies incorporated in 
Wisconsin. The law became effective 
in September, 1935 and expires June 30, 
1937. The tax applies only to stock- 
holders’ dividends, not to policyholders’ 
dividends. 





To Sponsor Horner Luncheon 


The general insurance committee of 
Illinois and the Illinois insurance com- 
mittee will be joint sponsors of a lunch- 
eon in honor of Governor Horner at 
noon of Oct. 22 at the Sherman Hotel, 
Chicago. 

In addition to Governor Horner, 
speakers will include Insurance Director 
Palmer and States Attorney Thomas J. 
Courtney, who will discuss the enforce- 
ment of the new Illinois occupational 





disease law which went into effect Oct. 
1. Tickets for the affair can be secured 
from Clark E. Dolan, broker, of the 
General insurance committee or from 
these members of the Illinois insurance 
committee, which has its headquarters 
in 466 Insurance Exchange: Roy L. 
Davis, Arthur L. Ladd, Fred A. Bracken 
and A. E. McKeough. 


St. Paul Association Meets 


Why he chose life insurance as a pro- 
fession rather than taking a lucrative 
job as a football coach was explained 
at the monthly meeting of the St. Paul 
Life Underwriters Association by Ver- 
nal (Babe) LeVoir, a star on last year’s 
Minnesota football team. He could have 
had his choice of several coaching jobs, 
but, he said, the opportunity for service 
as well as remuneration in the life in- 
surance field appealed strongly to him 
and last spring he entered that busi- 
ness. ’ 

Frank Madden, who recently resigned 
as sales manager of a large printing 
and advertising firm to enter the life 


| insurance business as a producer, was 


another speaker. Reports on the na- 
tional convention at Boston were given 
by Mary Keefe, Herman Rampmeier, 
Earl Eide and Howard Ames. Carl 
Kleigen was in charge of the program. 











One of a series—Giv- 
ing facts about the 


Fidelity. 





y 











ing disability income. 


tools. 


FIRSTS 


The first policy providing an “Income for Life” to the 
insured was issued by the Fidelity on December 24, 1902. 
For thirty-four years the “Income for Life’’ plan has been 
successfully featured by Fidelity agents—long in advance 
of the modern trend to income insurance. 


Going still further back—the Fidelity issued the first 
life insurance policy providing against Permanent Total 
Disability on October 16, 1896. Originator of the disability 
feature, it is one of the relatively few companies now writ- 
Forty years of underwriting ex- 
perience in this field qualifies it to continue this important 
coverage. 


The Accidental Death Benefit is another origination 
of the Fidelity—the first policy issued with this feature 
being dated February 10, 1904. 


The Fidelity kit contains a complete assortment of 
There will be found Modified Life, Endowment at 
Age 65, Family Income, Family Maintenance. In connec- 
tion with “Income for Life’ two additional coverages may 
be added: Survivorship Income to the beneficiary and a 
life income to the beneficiary in event the insured dies 
before maturity. 


The reputation of a friendly company has been won 
by fifty-eight years of adherence to a live-and-let-live 


policy. 


IDELITY MUTUAL LIFE 
INSURANCE COMPANY ” 
PHILADELPHIA 


WALTER LEMAR TALBOT. President 
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Mr. Mills and Senator Bailey 


Ir the rosy picture delineated by Sen- 
ator Barty of North Carolina for the 
New York City Life Underwriters As- 
sociation last week is correct, life in- 
surance policyholders have nothing to 
fear from the RoosEveLt administration 
and it is a pity that they should have 
to be disturbed by the inflationary 
spectres evoked by former Treasury 
Secretary Ocpen L. Mutts, the other 
speaker on the program. But if, on the 
other hand, Mr. Mitts and not Senator 
Batitey has the correct slant on things, 
life insurance policyholders would be 
living in a fool’s paradise to be lulled 
by the senator’s assurances and should 
be marshaling all their forces to see 
that there shall be no threat to the 
value of the dollars in which their pol- 
icies are to be paid. 

Those who sincerely feel that life in- 
surance would be very much worse off 
under one major political party than 
another might find comfort in the 
somewhat cynical theory that holds that 
politicians are the middlemen between 
the numerically weak wealthy class and 


the numerous but propertyless prole- 
tariat, and that consequently neither 
party is likely to gouge the wealthy to 
the extent of really killing the goose 
that lays the golden eggs nor is it 
likely to be overly arrogant toward the 
proletariat from which the votes must 
be wangled. 

The politician’s aim, according to this 
theory, is primarily to do as well as 
ossible for himself, which includes, of 
course, not letting either the wealthy or 
the proletariat class get into the posi- 
tion, through excess of strength or of 
weakness, where it can no longer use 
his services. Seen in this light, the 


‘aims of politicians generally—whether 


Republican or Democratic—are essen- 
tially the same. Consequently, no mat- 
ter which party is elected, motives of 
enlightened selfishness should prevent 
its getting very far away from a sane 
middle course, particularly in a matter 
affecting so large a share of the popula- 
tion as the fate of the nation’s millions 
of life insurance policies. A balance will 
be struck, regardless. 


Keeping a State of Liquidity 


LirE insurance salesmen have many 
arguments to present to men of wealth 
for using life insurance to protect their 
estates and to prevent great sacrifice 
when state and federal inheritance and 
estate’ taxes are levied at death. These 
tax burdens are increasing. When a 
large estate is administered, arrange- 
ments must be made in a short time to 
meet the tax bills. That calls on the 
estate to sell valuable securities and it 
may be forced to subject it to a sacri- 
fice. 

The point is admirably illustrated in 
the death of Jesse Istwor Straus, New 
York City merchant prince and dip- 
lomat. He canceled 18 charitable be- 
quests in order to provide sufficient :tax 
money. <A will was drawn in May, 
1933, and the codicil revoking the char- 
itable and philanthropic bequests was 
added July 31, 1934, in view of the tax 
situation. Mr. Straus was formerly 
United States ambassador to France. 
Appreciating the tax burden, Mr. 


Straus said in his codicil: 

“The present federal and state estate 
tax laws impose substantially increased 
tax burdens upon estates of decedents 
and may, under certain conditions, 
cause undue hardship and financial sac- 
rifice and loss resulting from the un- 
timely sale and liquidation of assets of 
the estate to provide for the payment 
of such taxes. 

“The increased estate taxes upon 
estates of decedents are devoted in large 
part to governmental social program. 

“During my lifetime I have made 
substantial contributions to various 
charitable, philanthropic and educational 
organizations. Under the circumstances 
now existing I deem it advisable to 
cancel and revoke the bequests made 
by me.” 

The only substantial way to guar- 
antee liquidity when these demands are 
made is through the instrumentality of 
life insurance. It solves the problem in 
a remarkably fine fashion. 


Spattered with Muck 


WHEN one attempts to walk through 
muck, mire or mud he becomes dirtied 
or blackened with it. Similarly it may 
be said that when any insurance com- 
pany or insurance man trifles with a 
writer or publication whose objects are 
questionable and whose purpose is most 


dubious, he is very liable to get con- 
taminated and find himself in difficulty. 

THe NATIONAL UNDERWRITER from 
time to time has had inquiry made to 
it about this publication or that, this 
man or that, whose approach has been 
insidious and whose motive is decidedly 


disreputable. Invariably the counsel 
given by this publication is to pay no 
attention to attacks, threats, or bland- 
ishments of such people. The minute 
one begins to give them an inch they 
take a mile. 

Up to the time of the depression, 
the field had been pretty well cleaned 
out so far as blackmailers and those 
resorting to writing up and writing 
down insurance companies were con- 
cerned. The extra copy racket had 
about faded out. When, however, the 
financial crash hit the country it jolted 
some of the institutions very hard and 
they became vulnerable. This was too 
tempting for some of the brethren and 
hence the opportunity opened for im- 
position of various kinds. The approach 
may have been very diplomatic and sug- 
gestive. Some officials felt that it was 


—=—. 
the part of wisdom to accede ang 
out at as small a price as possible. Thi 
however, was simply bait for furthe 
invasion. 

In the opinion of Tue Natioyy 
UNDERWRITER, if an institution or a ing 
has had a good record and has NOthigg 
for which to apologize, he puts his hay 
in the lion’s mouth if he attempts , 
placate a blackmailer. If an institutig 
or man has a shady record he may 
justified in going rather deeply into \; 
pocket. : 

The less attention paid to Parasite 
and grafters the sooner they will 
killed off. If they can be starved g 
the source, eventually they will be 
forced out of the field. Most of us ane 
too sensitive to attacks or flattery ay 
become jittery when we should adopt 
an attitude of utter indifference, 
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R. A. Glover, 41, manager of the Hot 
Springs, Ark., agency of the American 
National, was killed in an automobile 
accident. 

Howard Goodwin, vice-president, and 
Herbert C. Skiff, agency secretary of 
the Phoenix Mutual Life, conferred in 
San Francisco with W. Peterson, 
northern California manager. They also 
spoke at an agency meeting. 

Seven tarpon and 250 pounds of red 
fish and sheepshead were caught by a 
party headed by Dr. E. G. Simmons, 
vice-president and general manager Pan- 
American Life, in Red Fish Bay, near 
the mouth of the Mississippi river. They 
made the trip aboard Dr. Simmons’ 
cabin cruiser, the “Dorothy K.” 

President G. S. Nollen of the Ameri- 
can Life Convention was guest speaker 
Monday night at 10:30 o’clock on First 
Vice-President C. E. Linz of the South- 
land Life’s “Voice of Southland” radio 
program over the “Texas Quality” net- 
work of three stations at Dallas. 


Lee Wandling, new Wichita manager 
of the Equitable Life of New York, was 
honored with a banquet and reception 
in Wichita. A. M. Embry, Kansas 
City agency manager, was present. 


Dr. Verne Steward of Los Angeles, 
has published a new book, “Selection of 
Sales Personnel.” 


The Life of Virginia has designated 
October as “Woodward Month” in its 
ordinary agency field. The campaign 
will honor J. E. Woodward, vice-presi- 
dent in charge of ordinary agencies, and 
signalizes his sixth anniversary as an 
official of the ordinary agency depart- 
ment. 

The Webb Book Publishing Company 
of St. Paul has gotten out a textbook, 
“Independence and Security through 
Life Insurance,” by P. P. Colgrove, who 
is connected with the Fred L. Gray 
Company of Minneapolis, well known in- 
surance general agency. He was su- 
perintendent of schools of Virginia, 





Minn., for seven years and previous to 





ol 


that was on the faculty of the Sta 
Teachers College at St. Cloud, Mim 
The book is regarded as an element 
but very excellent book for beginners, 

Norris H. Bokum of Bokum & Dj. 
gle, Chicago managers of the Mass. 
chusetts Mutual Life, is seriously ill 
Presbyterian Hospital and will pro. 


ably not get back to his office for two fh 


months or so. 
Mr. and Mrs. Samuel O. Buckner ¢i 
New York City are spending sever! 


weeks visiting friends in Milwaukee & 


their former home. Mr. Buckner, who 
is a brother of Thomas A. Buckner, 
president of the New York Life, was 
for many years agency director for the 


company in Milwaukee until he retired 


in 1927 and was succeeded by U. D. 
Ward, present agency director there. 


os 


H. R. Tyree, district manager of the 
Life & Casualty at Roanoke, Va., died 
Mr. Tyree had just closed his 15th year 
with the company, having begun as a 
agent in Lynchburg, Va., in 1921. He 
had been district manager at Roanoke 
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for several years, his district having — 


made a splendid record and having lel 
the company part of the time. In 193 
the district made the leading record in 
Virginia and sent District Manager 
Tyree, together with Superintendent 
W. K. Moss, to President Burton’s birth 
day party. 

R. E. Harrison, district manager 0 
the Shenandoah Life at Roanoke, Va, 
died in that city at the age of 48, He 
was previously with the Richmont 
agency of the Mutual Life of New York. 

K. I. Fosdick, treasurer America 
National of Galveston, addressed tht 
Texas group of the Investment Bank 
ers Association of America at the fal 
meeting in Houston. 


Walter A. Chowen, who retired Oct. 
as manager of the California Inspec 
tion Rating Bureau, was guest of hono 
at a luncheon tendered by the Casualty 
Insurance Association of  Californa 
J. R. McKinney,vice-president of the & 
sociation and manager Massachusetts 
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The is associated with Arthur Poat and 
the Estates Conservation Company in 
Hwriting life insurance. Mr. Poat was 
“formerly associated with Mr. Chowen 
Q4s claims manager for the Frankfort 
General when Mr. Chowen was resident 
cretary of the company in San Fran- 


sco. 








George H. Brooks, 62, assistant treas- 
urer of the Pennsylvania Mutual Life, 
‘who had been despondent and in ill 
‘health since the death of his wife a 
| year ago, met death in a leap in a stone 
quarry in Llanerch, a Philadelphia 
suburb. He had been with the com- 
pany since 1914. 

Alfred Hurrell, vice-president of the 
' Prudential, and. Mrs. Hurrell announce 
“the marriage of their daughter, Miss 
* Ruth Louise Hurrell, to Howard Craw- 
"ford of Verona, N. Y. 


Jay G. Sigmund, vice-president Cedar 
Rapids Life, is one of the contributors 
to the first issue of “Hinterland,” a new 

' Iowa literary magazine. The maga- 

zine is sponsored by the Midwest Lit- 
erary League, an organization of writ- 
ers and artists of the midwest, with 
headquarters in Des Moines. 

H. W. Teamer, secretary-manager of 
the Insurance Federation of Pennsyl- 
vania, is bereaved because of the death 
of Mrs. Teamer. She died at her home 
in Cynwid, Pa. 

In the columns “Views and Inter- 
views” in the Birmingham “News” ap- 
peared an interesting reference to In- 
surance Superintendent Frank N. Julian 
of Alabama. 

“In the corridor of the state capitol 
at Montgomery the other day,” the 
paragraph read, “a gossiping group was 
recalling that old bromide pertaining to 
public officials, that ‘few die and none 
quit, but Frank Julian, state superin- 
tendent of insurance, declared that he 
had disproved it, in part at least, and 
recalled that, while he has not died, he 
did resign as secretary of state once.” 

When “Uncle Frank” Julian resigned 
that time, he was secretary of state and 
ex-officio insurance commissioner. 


Illinois Department Reports 


SPRINGFIELD, ILL., Oct. 15.—In- 
surance Director Palmer has issued his 
report covering the affairs of his depart- 
ment from July 1, 1935, to June 30, 1936. 
Department collections amounted to 
37,710,201, and expenditures $447,916. 

_ The appropriations available were 
$620,269, 

Illinois had 1,178 companies in opera- 
tion July 1, 1935, and on June 30, 1936, 
it had 1,164. Twenty-two companies 
during the year were admitted or or- 
ganized, while the number discontinued 
was 36. There are 583 fire companies, 
207 casualty, 133 life, 140 fraternal, 101 
mutual benefit and burial. 

_ During the license year there were 
issued 74,911 agents licenses, 9,280 
brokers, and 3,449 solicitors. 


Quiz Legislature Candidates 


_LINCOLN, NEB., Oct. 15.—All can- 

didates for the unicameral legislature 
have received a questionnaire from the 
Nebraska Policyholders Association, of 
which D. Mills of Lincoln is executive 
officer, asking how they stand on the 
formation of home life companies. 


Creditor May Be Small Man 


George H. Harris, public relations of- 
ficer of the Sun Life, in making an ad- 
dress at Montreal, made the point that 
the creditor is often a smaller man finan- 
cially than the debtor on whose behalf 
indulgence and assistance is requested. 
He expressed the hope that “repudiation, 
Partial or otherwise, will not be per- 
mitted to reach the condition where it is 
a penalty on the investors.” 








To Reimburse Stockholders 


Farmers & Bankers Life Makes Settle- 
ment With Receivers of the Na- 
tional Savings Life 








Under the terms of the contract in 
connection with the reinsurance of Na- 
tional Savings Life by Farmers & 
Bankers Life of Wichita about 4% 
years ago, the appraisal made as of 
June 30 has been approved by the dis- 
trict court. 

Settlement has now been made by 
Farmers & Bankers Life with the re- 
ceivers of National Savings Life which 
it is estimated will enable the receivers 
to reimburse the stockholders of Na- 
tional Savings Life for nearly the par 
value of their stock. 

Farmers & Bankers contracted to 
pay to the receiver, for the account of 
the creditors and stockholders of Na- 
tional Savings Life an amount equiva- 
lent to 90 percent of the operating prof- 
its of the business over a period of 10 


years, the first 434 years of operation 
to be determined by experience, the last 
514 years to be determined by a board 
of three appraisers, appointed by the 
court. The 4% years having elapsed 
on June 30 of this year, a board of ap- 
praisers was appointed by the court. 
Its report has now been approved. 

The receiver shows net assets avail- 
able for holders of 19,768 shares of the 
par value of $10 each to be $258,914 at 
book value, and $148,748 at appraised 
values. 

The estimated recovery per share is 
$7.50. 





Federal Reserve Master Named 


J. H. Brady, a former director of the 
Federal Reserve Life, has been ap- 
pointed special master in chancery by 
Federal Judge Pollock to conduct hear- 
ings and take evidence, examine ac- 
counts and hear such other matters as 
may be referred to him by the court in 
the receivership of the Federal. Reserve. 

R. Baker, receiver, found, in in- 





vestigating, auditing and appraising the 








New Company in Olympia 

W. A. Eastman, real estate and in- 
surance operator of Olympia, Wash., is 
heading a group that is organizing a 
new legal reserve life company there. 
The name has not been selected for 
the company. He is president. Charles 
O’Connor, a former life insurance man, 
is executive vice-president; R. D. Wil- 
liams, vice-president and counsel. F. M. 
Burt, formerly secretary of the Mod- 
ern Woodmen, will be secretary. James 
P. Neal and F. J. Englert are other 
vice-presidents. 





Report on Union Life, Illinois 

In a report of the examination of the 
Union Life of Chicago, an assessment 
company, Insurance Director Palmer 
states that administrative and other 
operating expenses are too high and 
should be materially reduced; all claims 
must be settled in accordance with the 
provisions of the policies outstanding and 
the management should make every ef- 
fort to improve the cash position either 
by liquidating the mortgage loans now 
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Tue largest sales volume in the history 
of the Company and a 94% insurance 
increase —that briefly is the story of the 
Pilot's ohenomenal record during the last 
twelve months. 


This enlarged amount of quality business 
is a monument to the intelligent and ag- 
ressive sales methods employed by the 
Pilot field representatives. 
their good work over one hundred fifty 
thousond policyholders now own 


$113,016,893 of protection in the Pilot. 
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held or by further contribution to sur- 
plus. Total assets are given at $6,825 
and surplus to policyholders $106. Union 
Life was organized in 1935. It reinsured 
the business of Union Mutual Benefit 
Association and Beacon Mutual Benefit 
Association. J. J. Miller, president, re- 
ceived $5,200 salary and T. H. Fuller, 
secretary, gets a like amount. The ex- 
aminers expressed the belief that the 
present salaries in proportion to the 
progress made appear excessive. 





Farmers & Bankers Milestone 

Farmers & Bankers Life, Wichita, 
has issued its 100,000th policy. All of 
these polities have been placed through 
direct agency selling. This is the 25th 
anniversary of the organization of the 
company. 


Case to Federal Court 
LINCOLN, NEB., Oct. 15.—Judge 





Shepherd of the district court has 


granted a request made by the Hawkeye 
Life of Des Moines, recently purchased 
by the Service Life, to transfer to the 
federal court the litigation between the 
latter company and several policyhold- 
ers over allocation of funds. 


Political Motif Employed 


October has been designated presi- 
dent’s month by Ohio National in honor 
of President T. W. Appleby. The field 
contest is organized along the lines of 
a political campaign, with agerits quali- 
fying for the posts of governor, senator, 
and judge. A goal of $4,750,000 has been 
set for the month. 








New Phoenix Mutual Director 


Leon P. Broadhurst, president of the 
Phoenix State Bank & Trust Company, 
has been elected a director of the 
Phoenix Mutual Life. He is also a di- 
rector of the National Fire and many 
other corporations in Hartford and vi- 
cinity. 
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As the captain and the crew of the old 
clipper ships made ready and cast off at the 
turn of the tide, that they might be in mid- 
stream to catch the full ebb tide, so is the 
Great Southern outbound on the crest of Re- 


tomed" through definite and continuous train- 
ing, and well equipped with sea-worthy cover- 
age in both participating and non-participating 
life insurance contracts, her Representatives 
face the prospect world with eager enthusiasm. 


Advancing with the Great Southwest, the 
Great Southern Life is forging steadily onward. 
For the first half of 1936 her representatives 


than during the first half of 1935. 


Our non-forfeitable renewal agent's con- 
tract offers enviable opportunities. 
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J. F. Maine Soon to Retire 


Agency Executive London Life Is Chair- 
man__si Industrial Section of the 
American Life Convention 





J. F. Maine of London, Can., agency 
executive of the London Life, will re- 
tire from active service Dec. 1. The 
by-laws of the London Life provide for 
retirement at age 65. Mr. Maine reached 
that point March 5, but the directors 
asked him to remain actively in office 
work until the date of his 42nd anni- 
versary with the company, which will 





J. F. MAINE 


be Nov. 24. Mr. Maine declares that 
this step does not mean that he intends 
to sit down the rest of his life. He 
has taken on a number of activities out- 
side of life insurance, which occupy over 
half of his time, 

He is chairman of the advisory coun- 
cil of the War Memorial Children’s Hos- 
pital of his city. He dis chairman of the 
advisory board of the University of Lon- 
don. He is active in the chamber of 
commerce and has just retired as presi- 
dent of the London Rotary Club. He 
is a member of the board of the local 
council of social service and he is en- 
gaged in a drive for funds for the Y. M. 
C. A. and Y. W. C. A. There are other 
activities to which he gives his attention. 
Mr. Maine is a man of culture and 
wide reading. He has taken a deep in- 
terest in insurance and especially the 
industrial end. He is chairman of the In- 
dustrial Section of the American Life 
Convention and presided at its annual 
meeting in Dallas this week. 


J. F. Rodgers Resigns 


James F. Rodgers, former vice-presi- 
dent and agency manager of the Gulf 
States Life of Dallas, is taking a rest 
following his resignation from that post. 
Mr. Rodgers began his career with the 
late Orville Thorp agency of the Kan- 
sas City Life and finally was a part- 
ner in that agency. He then became 
agency manager of the Trinity Life and 
went with the Gulf States in the same 
capacity when the two companies 
merged. B.A. Donnally, executive vice- 
president of the Gulf States, has as- 
sumed the duties formerly performed by 
Mr. Rodgers. 








Santa Fe National Changes 


Several changes in the official staff of 
the Santa Fe National Life of Albu- 
querque, N. M., have been announced. 
John S. Sherritt, formerly vice-president 
and general manager, has been appointed 
president succeeding B. L. McFarland, 
who continues as director. T. W. Lam- 
kin has been advanced from secretary to 



































secretary-actuary, while C. E, Meg 
helder has been made treasurer and 
sistant secretary succeeding C, |, ik 
Farland. The Santa Fe National ]; 
was organized in 1931 and operates qf 
in New Mexico. 7 





New Reserve Loan Secretary 


Harry G. Woodbury has been ¢leg 
secretary of the Reserve Loan Lit 
succeeding the late Dr. Frank I. Try 
Mr. Woodbury joined the company 
staff in 1898 as office boy and the kg 
few years has been auditor and of 
manager. 





AGENCY NEws 


Yates Agency Holds Meeting 


The Los Angeles agency of the Mas 
achusetts Mutual Life held an ageney 
meeting, at which John W. Yates, ge. 
eral agent for California, presided x 
chairman. H. G. Mosler, a leading pro 
ducer of the agency and a life membe 
of the Million Dollar Round Table o 
the National Association of Life Unde. 
writers, told of its activities and rr 
viewed its recent. meeting in Boston 
Mr. Yates spoke on “What will the las 
quarter of 1936 mean to you?” and “In: 
portant happenings at the national cor- 
vention and their significance to this 
agency.” R. L. Altick, associate gen 
eral agent, discussed “Soliciting Effect 
ively.” 


Conduct Schools in Detroit 


F. E. Herb and G. D. Davis of the 
Penn Mutual agency department cot 
ducted home office agency schools for 
the Lee M. Gillette and Seth W. Rya 
agencies in Detroit, spending one day 
with each agency. Speaking alternately, 
Mr. Herb talked on “The Use of Op: 
tions,” “Income Insurance and Pro- 
gramming” and “The Retirement In- 
come Contract” while Mr. Davis dis- 
cussed “Our Job,” “Closing Cases” ant 
“Organized Selling.” 

Mr. Gillette entertained the home 0 
fice men and Mr. Ryan at a luncheon 
and at night gave a stag party and et 
tertainment at his home with 20 present. 
Mr. Ryan entertained at luncheon the 
second day. 


Football Contest Produces 


A. R. Hustad, Travelers manager 1 
Minneapolis, just finished a football cot- 
test in his agency. Out of 50 men in the 
contest, 35 qualified for football tickets 
for the Nebraska-Minnesota game. Over 
$800,000 paid business was written com- 
pared to $400,000 for the same period 
last year, a 100 percent increase. 




















Honor New General Agent 


Officers of the Natonal Life of Ver 
mont were hosts at a luncheon in But 
falo at which the appointment of Arthur 
L. Beck as general agent for westef! 
New York was announced. President 
Fred A. Howland and L. P. Brigham, 
superintendent of agencies, represented 
the home office. 

President F. A. Howland told of the 

excellent record of the life companies 
with particular mention of the period 
depression. His prediction for the fu- 
ture of life insurance was most encolf- 
aging. Mr. Howland also outlined the 
history of the National Life. 
_ Dr. John A. Simpson spoke represent 
ing the group of Mr. Beck’s friends. 
Mr. Beck has had a record of 13 yeats 
of successful life underwriting in Bul 
falo, going to the National Life from the 
position of assistant manager of another 
eastern company. 


Stella G. Gibbs, leading woman ote 
ducer of the California-Western Sta 
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LIFE AGENCY CHANGES 








ravelers Branch Office 
Life Department Changes 












Changes in the life department of 
Lavelers branch offices include the fol- 
wing: Jay M. Holmes has resigned as 
ssistant manager In Chicago. J. Grier 
feans has resigned as assistant manager 








secretary 










been elem Philadelphia. Ray C. McLaughlin, 
Loan [ij -id assistant, has been promoted to as- 

nk I. Trjgllimectant manager in Cleveland. C. M. H. 
CompanyfParsons, field assistant, has been pro- 

and the kellmmoted to assistant manager in Atlanta. 











r and offs 





Graff Made Columbus Manager 






EF Myron C. Graff, formerly of Kansas 
WS ity, has been appointed agency man- 
ger of the Bankers Life of Iowa at 





—__! 
Meeting 
f the Mass 


olumbus, O. For some time he has 
een supervisor in charge of the Co- 
qumbus agency. 












' Stevens with Indianapolis Life 


L. R. Stevens, formerly with the Pe- 
ia Life and later Texas agency super- 
visor of the Volunteer States Life, has 
been appointed southwest Texas agency 
pervisor of the Indianapolis Life, with 
hces in the Milam building, San An- 



















“ . 
and “In. Privett Selma Manager 
ional cop. : aie : P 
e to the After having been with the company 
0 this ° 
iate gen. me lcss than a year, H. Mallory Privett has 





been appointed manager of the Protec- 
“tive Life of Birmingham at Selma, Ala. 
'He has been a resident of Selina for a 
number of years. 
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troit 

is of the Names Ruby at Pasadena 

wthy R. A. Wilson, new California state 

V. Ryan Me egent of the People’s Life of Indiana, 

“<a -has appointed Jack Ruby as general 

ernatel, Re gent, in Pasadena with offices at 600 

of Op Security building. 

id Pro- 

ent In: Nettelfield Is Supervisor 

vis dis Hf The Great-West Life has appointed 

es" and J. B. Nettelfield supervisor in the To- 

; ronto No. 2 agency of C. C. Martin. 

me o HF Prior to joining the Great-West, Mr. 

mncheon Nettelfield had many years’ experience 

ind et: J in the commercial field, both as sales- 

present, man and as sales supervisor. With the 

on the JF Great-West, he quickly established him- 
self as a high producer. The company 
operates two branches in Toronto, the 

>S 

ger if * 

i. Goes to Detroit 

in the 

tickets 

Over 

con 

period 

it 

Ver- 

Bul- 

rthur 

stern 

ident 
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our: 
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ids. 
ars 
wt W. J. STONEHAM 
the 
a — J. Stoneham, who becomes super- 
t of the Detroit agency of the Great- 
in = Life, has had an excellent train- 
‘i : cd n _ company. For the last three 
. sate! e has been an agent in the C. C. 
ull . arin agency of the Great-West Life 





in Toronto, 


















H. A. H. Baker agency, located in the 
Canada Permanent building, and the 
C. C. Martin agency, in the Canadian 
Bank of Commerce building. 





Open Louisiana Offices 


_ The Jefferson Standard Life is open- 
ing up a new territory in Louisiana, 
district offices being established in 
Baton Rouge, Lake Charles, Monroe 
and Alexandria. 





Life Agency Notes 


Walter Gantner has been named dis- 
trict agent at Boonville, Mo., by the 
Northwestern Mutual Life. 

Floyd F. Brown is opening an agency 
of the Equitable of Iowa in Fremont, O. 
He formerly was with the company’s 
agency in Toledo. 

A. J. Gillette has been appointed dis- 
trict manager at Long Beach by the 
Connecticut Mutual Life. He resided 
until about a month ago at Lincoln, Neb, 

E. C. Engelhardt, special army repre- 
sentative of the Metropolitan Life in 


| southwest Texas, has joined the San An- 


tonio, Tex., agency of the Acacia Mu- 
tual Life. 

N. R. Waddington, formerly of Chi- 
cago, has been transferred to San An- 
tonio, Tex., and placed in charge of the 
group department of the Matthew Brown 
agency of the General American Life. 

A new unit, with C. M. Roudebush as 
manager, has been organized in the H. A. 
Chipman agency of the Equitable of New 
York at Columbus, O. Mr. Roudebush 
has been supervisor in the group de- 
partment. 

L. Austin Wright has been appointed 
manager of the newly created life branch 
of Johnson-Jennings, Ine., insurance 
brokers, Montreal. He was formerly 
Montreal manager of the Mutual Relief 
Life and recently has been with the Em- 
pire Life. 








CHICAGO NEWS 














MOE OTTENHEIMER IS DEAD 

Moe L. Ottenheimer, partner in L. 
Ottenheimer Sons, 8 South Michigan 
avenue, Chicago, general agents Lincoln 
National Life, died following an illness 
of about a month. He developed an 
injury in the chest while on a trip in 
Canada. His brother and partner, Fred 
L. Ottenheimer, is carrying on the gen- 
eral agency. Moe Ottenheimer was a 
member of the board of the Jewish Peo- 
ple’s Institute and president of the In- 
stitute Players for 26 years. He was 
prominent in Jewish activities. 


*  % 
INSURANCE STOCK QUOTATIONS 


H. W. McKinney of G. L. Ohrstrom & 
Co., Board of Trade Building, Chicago, 
gives the following quotations on the 
stock of life companies: 


Par Div. Bid Asked 
Aetna Life ...... 10 -60 30% 31% 
Bank. Nat. Life. 10 1.00 23 26 
Build. Life, Tll.. 1 awe 1 3 
Central Life, Ill. 10 wae 9 re 
Cent. States Life 5 ee 3 og 
Columbian Nat..100 4.00 80 90 
Conn. Gen. Life. 10 .80 37 39 
Cont. Assurance. 10 .00 37 39 
Farm. & Traders.100 12.00 210 225 
Fed. Life, Chgo.. 10 ace 8 as 
Girard Life .... 10 .40 10% 12 
Great Nor. Life. 10 mers + we 
Great South. Life 10 2.50 32 35 
Life & Cas.,Tenn. 2 pee 16 18 
Lite of Va. ..+«. 20 3.00 75 85 
Lincoln National. 10 1.20 27 28 
Natl. Life & Ac. 10 1.60 65 75 
New World ..... 10 .40 6% 71% 
Northw. National 5 wes 15% 17 
North Amer. .... 2 roy 2% 3% 
Ohio National .. 10 1.00 22 25 
Ohio State Life..100 10.00 225 ea 
Old Line Life .. 10 -60 17 18 
Pacific Mutual .. 1 on a 5 
Peoples Life, Ind. 10 -60 17 23 
Philadelphia Life 10 ear 3% 4% 
Prov. Life, N. D. 10 .80 12 ine 
Rockford Life... 10 is + 8 
Sun Life, Can...100 arg 495 510 
Travelere <2... 100 16.00 520 530 
Union Central... 20 1.20 35 45 
Wisconsin Natl.. 10 .50 16 18 

* * 


TO SPONSOR HORNER LUNCHEON 


The General insurance committee of 
Illinois and the Illinois insurance com- 





mittee will be joint sponsors of a lunch- 
eon in honor of Governor Horner at 
noon of Oct. 22 at the Sherman Hotel, 
Chicago. 

In addition to Governor Horner, 
speakers will include Insurance Director 
TYalmer and States Attorney Thomas J. 
Courtney, who will discuss the enforce- 
ment of the new Illinois occupational 
disease law which went into effect Oct. 
1. Tickets for the affair can be secured 
from Clarke E. Dolan, broker, of the 
General insurance committee or from 
these members of the Illinois insurance 
committee, which has its headquarters 
in 466 Insurance Exchange: Roy L. 
Davis, Arthur L. Ladd, Fred A. Bracken 
and A. E. McKeough. 

* *K 


"3 
CLARK ADDRESSES LAWYERS 


Income taxes as they apply to life in- 
surance policies were discussed by K. 
Clark, Chicago attorney, before the 
monthly meeting of the Chicago Life 
Insurance Lawyers Club. Mr. Clark is 
author of a recent book on “Inheritance 
and Estate Taxes,” and is an instructor 
in tax law at the John Marshall law 
school. 

A taxpayer, he said, may deduct life 
insurance premiums from gross income 
if it is not specifically forbidden by stat- 
ute, if premiums classify as a charitable 
gift or business expense or if the tax- 
payer is not directly or indirectly a bene- 





ficiary or owner of the policy. Interest 
paid by the policy owner on a policy 
loan is held deductible under the stat- 
ute. The treatment of life insurance pro- 
ceeds for income tax purposes depends 
on who is the beneficiary, time and man- 
ner in which proceeds are payable, 
whether as death benefit or endowment, 
and on the type of optional settlement. 
The family income policy so far has 
received no official interpretation as to 
how payment thereunder will be treated 
under the present statutes. Matured en- 
dowments, other than amounts received 
as death benefits, when added to amounts 
received under the contract before the 
taxable year, are taxable to the extent 
that such amount exceeds the premiums 
or other considerations. Similarly, on 
sale or surrender of a policy for its cash 
value only the difference between the 
amount realized and the consideration 
paid is taxable as ordinary income. 

Others who spoke at the meeting were 
Homer Cooper, and J. F. Dammann, 
who gave a review of current decisions. 

* 8 

PATTERSON WITH HOME FOLK 

A number of Chicago general agents 
gave a complimentary dinner to Alex 
E. Patterson, general agent Penn Mutual 
Life. who has been made president of 
the National Association of Life Under- 
writers, it being a local tribute to a Chi- 











opportunities. 


Forty-Third Year... 
of Steady Progress 


HE first State Life policy was written September 

24, 1894, Entering upon its forty-third year of 
service, The State Life Insurance Company of 
Indianapolis has approximately 88,000 policies and 
$194,000,000 of insurance in force. . . . The 
State Life has paid over $110,000,000 to policy- 
holders and _ beneficiaries. 
$50,000,000 in assets for their benefit. 
pany has over $4,378,000 in cash and government 
securities, providing ample liquidity. . . . The 
State Life operates in twenty-five states. 
eran agents are notably successful. 
Model” program of educational and sales helps is 
provided month by month. To qualified men and 
women, The State Life offers attractive agency 
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cago man who has done much for the 

Chicago body. T. F. Lawrence, former 

Chicago association president, who is 

now president of the Life Insurance 

Company of Detroit, made a special trip 
to attend the dinner. Grant Taggart 
of Cowley, Wyo., was in the city, hav- 

e ing addressed the Chicago Life Under- 
writers Association that day. He was 
present and brought the greetings of 
the Millionaire Round Table of which 
he is now chairman. Marc A. Law, Na- 
tional Life of Vermont, presided and 
on behalf of those present gave Mr. 
Patterson a gold knife. 


Speakers on Program 


Among those who spoke were John 
H. Dingle, Massachusetts Mutual; A. 
Van Goldman, Prudential; J. 
Holmes, Travelers; W. M. Houze, John 
Hancock Mutual; Samuel Heifetz, Mu- 
tual Life; J. R. Hastie, Mutual Life; 
Frederick Brucholz, New York Life, 
Chicago association president; R. S. Ed- 
wards, Aetna Life; George Hoffman, 
Guardian; C. B. Stumes, Penn Mutual; 
J. D. Moynahan, Metropolitan Life; C. 
M. Cartwright, THE NaAtTIoNAL UNDER- 
writer; R. H. Hobart, Northwestern 
Mutual; P. B. Hobbs, Equitable Life of 
New York; J. C. Caperton, State Mu- 
tual; W. V. Woody, Equitable Life of 
New York; B. C. Howes, Berkshire 
Life; A. L. Kirkpatrick, Chicago “Jour- 
nal of Commerce”; H. T. Wright, Equi- 
table Life of New York, and Mr. Law- 
rence. 

Letters of regret were read from S. 
T. Chase, Connecticut Mutual, and Ar- 
thur Loeb, Penn Mutual. 

Mr. Patterson presented his five-point 
program of objectives that he has for- 
mulated, which he has sent to presi- 
dents, secretaries and national commit- 
teemen of local associations. 

Mr. Patterson has been in Chicago for 
11% years. He was formerly manager 
of one of the New York agencies for 
the Equitable Life of New York, going 
there from the famous Woods agency 
of Pittsburgh. He was brought to Chi- 
cago by the late Frank H. Davis when 
he was vice-president of the Equitable 
to take over the M. Hammond 
agency, Mr. Hammond going to Los 
Angeles as manager of the Aetna Life. 


‘ 





Futz Finds Patterson’s 
5-Point Program Weak 





EIGHTY-FOUR, PA., Oct. 15.—Jo- 
seph Futz, prominent life underwriter, 
expressed himself today as deeply dis- 
appointed over the public announcement 
of A. E. Patterson of Chicago, new 
president National Life Underwriters 
Association, in outlining his adminis- 
tration policy. He presented a five-point 
program. Mr. Futz characterizes this 
pronouncement as “flabby and _ spiie- 
less.” He states he has written to Roger 
Hull, managing director, urging a far 
more militant platform, declaring that 
unless there are sharp teeth in the jaws 
no one will be hurt. Mr. Futz today 
proclaims a program that he has sent to 
General Hull, seeking its adoption: 

1, Drive all communists out of the 
country. 

2. Appoint Hon. Owen Hunt, Penn- 
sylvania insurance commissioner as Sec- 
retary of War with power to act. 

3. Insist that all people pay their life 
insurance premiums when due unless 
the surrogate or common pleas court 
finds that they need the monew for vict- 
uals, coal and ‘raiment. 

4. Force life company presidents to 
drill stenographers and clerks, so that 
they can hit a target with a shotgun, 
ready to be called out in emergency, 
where reds are found. 

5. Bar Swedish and Russian coopera- 
tives from entering this country, because 
they will take the places of stores. 

6. Have all insurance agents take a 
correspondence course on being a de- 
tective, so that they can run down reds, 
radicals and twisters. 

If this is done, declared Mr. Futz, the 
life insurance atmosphere will be 












SALES MEETINGS 





New England Agencies Meet 





Consecutive Production Stressed as 
Morale Builder at Provident Mutual 
Life Gathering 





One of the features at the New Eng- 
land conference of the Provident Mutual 
Life was the two-minute monthly in- 
come sales talk presented by Lewis C. 
Sprague, New York City manager. The 
talk enabled the Sprague agency to at- 
tain 141 percent of its quota for the first 
eight months. He also gave a short sav- 
ings sales talk. Mr. Sprague stressed the 
desirability of planning and endorsed the 
goal of consecutive weekly scoring. “I 
have never seen a man score consecu- 
tively and fail in the life insurance busi- 
ness,” he said. “There is a certain 
rhythm in weekly scoring that is invalu- 
able in preserving the morale and en- 
thusiasm of an agent. No good selling 
job can be done without enthusiasm and 
the will to succeed.” 


Contest Is Held 


The two-day meeting climaxed a con- 
test among the representatives of the 
Hartford, Providence, Vermont-New 
Hampshire, Portland and Worcester 
agencies. The Vermont-New Hampshire 
agency won the banner for highest per- 
centage of quota attained in the last four 
months. A. C. Barton, Jr., Providence, 
received first prize for individual pro- 
duction and H. H. Holbrook, Rutland, 
was second. 

Walter D. Cross, assistant manager of 
agencies, summarized the business out- 
look as it applies to life insurance. From 
present indications, he said, 1937 should 
open a new era in life insurance selling. 
With a tested product, with a wide de- 
sire to own life insurance, and with an 
increased income with which to buy life 
insurance, sales should boom during the 
months ahead, he said. 


Plan Each Day’s Work 


Samuel J. Gummere, general agent at 
Worcester, spoke on determination, and 
Raymond E. Holway, general agent for 
Vermont and New Hampshire, talked on 
prospecting and planning. He suggested 
that each day’s work be laid out and that 
each cal] be arranged for a definite hour, 
to be kept as faithfully as if it were a 
stated appointment. He paid a special 
tribute to George A. Dickey of Manches- 
ter, N. H., who died recently, leaving 
$2,500,000 of insurance in force in the 
little corner of New Hampshire in which 
he operated. 

A list of 100 different classifications of 
prospects compiled by Lowell W. Davis, 
general agent at Hartford, was distrib- 
uted. Each agent was asked to obtain at 
least one brand new prospect in each 
classification in order to make the self- 
assigned and self-accepted quota for the 
remaining months of the year. 

Nelson A. White, advertising manager, 
talked “On the Other Side of the Desk.” 
He told of his own reactions to various 
approaches and sales appeals in the 
course of his work on the buyer’s side 
of the desk in the sale of advertising 
space and services. He urged that agents 
eliminate technical insurance terms from 
their canvasses as much as possible. 

Lowell W. Davis, who arranged the 
meetings and served as general chairman, 
was also the producer of a play pre- 
sented at the entertainment program. 
The afternoons were devoted to recrea- 
tion. 





Oklahoma Agents in Dallas 


ern Life spent two days in Dallas at- 
tending a district conference and visiting 
the Centennial. E. P. Horne, Oklahoma 
state manager, was in charge of the 
party. A. C. Raines, north Texas agency 





cleansed at once. 


ment features. 


Oklahoma agents of the Great South- | 


director, had charge of the entertain- ! 








Holds Chicago Sales Meet 


Illinois Department of Reliance Life 
Puts on One-Day Sessi Jami 
and Burnett Attend 











The Illinois department of the Re- 
liance Life, under William C. Peck, 
manager in Chicago, held a sales meet- 
ing this week. There was an intensive 
sales course in the morning, followed 
by a luncheon at which the speakers 
were J. N. Jamison, executive vice- 
president of the company; F. J. Bud- 
inger, general agent of the Franklin 
Life, Mr. Peck’s old company, and H. 
T. Burnett, the new agency vice-presi- 
dent of the Reliance Life. J. F. Johns, 
the new superintendent of agents for the 
eastern department, was also present 
from the home office. 

Mr. Jamison spoke on the past, pres- 
ent and future of the Reliance Life. He 
said that he believes with its new setup 
the company will make a mark in pro- 
duction. Mr. Burnett spoke on the 
equipment of Reliance agents under the 
heads of sales material, sales organiza- 
tion, competition and company. Mr. 
Budinger gave a blackboard illustration 
of how an agent can improve his pro- 
duction by better methods with the 
same amount of work he has been used 
to. He advocates keeping records of 
the calls and production so as to find 
the weak spots. 

Announcement was made that the IIli- 
nois department in September ranked 
fourth in production among all the com- 
pany agencies, showing an increase of 
142 percent in written business and 121 
percent in paid for over September of 
last year. Paid premiums on new busi- 
ness showed an increase of 250 percent. 

At the sales clinic in the morning ses- 





Introduces H. T. Burnett 
to the Illinois Agents 

















W. C. PECK 


W. C. Peck of Chicago, IIl., state 
manager of the Reliance Life, had the 
opportunity this week of introducing the 
new vice-president and superintendent of 
agencies of his company, H. T. Burnett, 
to the Illinois agents. Taking advantage 


| of the fact that Mr. Burnett was pass- 


ing through Chicago on his way to the 
meeting of the American Life Conven- 
tion in Dallas, Mr. Peck arranged a 
meeting and luncheon of his field force 
in Chicago where Mr. Burnett was pre- 
sented. Mr. Peck, who undertook the 
management of the Reliance Life in 
Illinois just a few months ago, is mak- 
ing a good record. Previously he was 
in the head office agency department of 


sion various features of selling were} 
dled by the following members 9; 
agency: “Selling the Young Man” 
Jack Bennie; “Use of Lead Service Ly 
ters,” by R. E. Keeley; “My Method 
Getting Referred Leads,” W, ¢ Te 
ham; “Two Call Method on Progra 
Sale, First Call,” by J. Overholse 
“Two Call Method on Program sy 
Second Call,” J. E. Rawles; “Why ty 
Reliance Life,” by G. V. Cleary; “ye, 
tal Attitude and Agency Cooperatig,: 
by H. E. English; “Viewpoint of 
New Reliance Life Men,” R. Doetma, 
“Keeping My Average Policy Ap, 
$5,000,” C. Kinnucan. ’ 


Philadelphia Life Agents in 
Rally Preceding Campaign 














PHILADELPHIA, Oct. 15, —ty, 
agency force and wives of the Philade. 
phia Life were guests of the compay 
at a dinner at the Warwick Hotel , 
mark the opening of the company’ 
$2,500,000 campaign drive. It markej 
the first time that the agents had thep. 
selves voluntarily set a mark for ney 
business. 

A gold watch was presented by th 
general agents to E. R. Hirst, direct, 
of agencies, and a desk humidor by tk 
master producers club to Sol Lilienfel, 
Atlantic City, leading producer of th 
year who, incidentally, originated ani 
will direct the drive. 

Jackson Maloney, vice-president, wa 
toastmaster. Short addresses were mai 
by President Clifton Maloney; A. 8. 
Levy, president Philadelphia Associatio; 
of Life Underwriters, who said the 0c. 
tober meeting of the association woul 
be the start of a plan to have as guests 
at the head table leaders of 10 companies 
companies to be selected during the yea 
in alphabetical order. The association 
will celebrate the golden jubilee with a 
outstanding program on Jan. 14. Find 
speaker was Sol Lilienfeld. 

The showing of movies of the recent 
convention trip to the Balsams wound up 
the program. 





Becker Agency Meets 


The Peoria general agency of the 
Northwestern Mutual Life held a sales 
meeting under the direction of R. 0. 
Becker, general agent. W. Ray Chap 
man, assistant director of agencies, and 
Harry R. Ricker, assistant secretary, 
were present from the home office. Mr. 
Chapman explained the company’s pros- 
pecting plan and other sales helps. Mr. 
Ricker, who has charge of settlement 
options, urged simple settlements as he 
says it is easier for the agent, the 
company and is more satisfactory to 
the policyholder in the long run. He 
said a frequent review of settlements 
to meet changed conditions is neces 
sary. In every solicitation for new 
business the settlement plan should be 
reviewed. The Northwestern's new 
spotlighting sales campaign was owt- 
lined. Fred P. Rawson, Monmouth 
district agent, displayed some interest: 
ing sales charts. Mr. Becker reported 
his agency is 15 percent ahead in new 
business for the year. 


Grant Hill on Tour 


Grant L. Hill, director of agencits 
Northwestern Mutual Life, is headed for 
the west coast where he will attend re- 
gional meetings of company general 
agencies at Portland, Ore., Oct. 19-20. 
and San Francisco, Oct. 26-27. En route 
Mr. Hill visited the general agencies 0 
A. C. Hoehne, Duluth, Minn., also at- 
tended by L. J. Evans, assistant direc- 
tor; E. F. Auman, Fargo, N. D., where 
he also spoke at a dinner meeting 0! 
the North Dakota Association of Life 
Underwriters; and on Friday will be at 
Great Falls, Mont., for a meeting of the 
G. Clyde Baldwin general agency. 


Regional General Agents’ Meet 


The Connecticut Mutual Life will 
hold a regional general agents meeting 
in Kansas City Oct. 29,-31. V. B. Coffin, 








| the Franklin Life. 


superintendent of agents, and G. M. BP. 
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5 hay the home office. General 

mbers of i ected = will attend are Dale Shep- 

rg Man,” , e Houston, Tex. ; E. F. White, Dal- 
Service Lp G. Archie Helland, San Antonio; 





Oklahoma City; 
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ynn v" 
“e Omaha; Stratford L. Morton, St. 
ak Edward H. Dieckoff, Denver, 





nd Herley S. Daily, Kansas City. 
gents will discuss new season produc- 
‘oq plans in their seminar conference. 
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Regional Meet on Coast 


4 regional convention of general 
bgents and leading personal producers 









of the New England Mutual Life from 
‘tos Angeles, San Francisco, Seattle, 





nts in 





Portland and Denver will be held at Del 
Monte, Cal., Oct. 23-24, with George L. 
Hunt, vice-president, and Dr. H. M. 
Frost, medical director, as the principal 
speakers. 

Among the general agencies that will 
be represented are Hayes, Hudson & 
Bradstreet, Los Angeles; Albert Payton, 
Los Angeles; Horace Mecklem, Port- 
land; C. J. Frisbie, Seattle; O. C. Le- 
Bart, San Francisco; and Isadore Sam- 
uels, Denver. 

Prior to the Del Monte meeting, the 
home office officials will meet with rep- 
resentatives of the Los Angeles agencies 
of the company. Following the Del 
Monte meeting, a similar meeting will 
be held Nov. 2, with the San Francisco 
agency. 
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15. — Thy 
he Philade. 
1€ Company ime 
: Hotel To Carry Out Taggart’s Idea 
Company; 
It marke) — enalda . 
had then, qe Cincinnati Stages Special “Many Appli- 
kK for ne; cations” Drive Following Wyom- 
ing Ace’s Talk 
ted by the 
St, directo, = ‘ or 
dor by th Grant Taggart, Cowley, Wyo., in his 
Lilienfel J address on “Volume Through Many Ap- 
cer of the plications” before the Cincinnati Life 
nated ajjq™ Underwriters Association at its first fall 
“EE meeting, one of the series he is making 
ident, ya on his cross-country trip, declared the 
vere maj only key to success 1s hard work. Most 
y; A, Rm troubles are due to mental attitude and 
‘sociation they fade away as a mirage under the 
d the Qc. |e tight perspective. An agent should go 
on woul | alter “just another app” before he quits 
as guests me for the day, Mr. Taggart said, empha- 
ompanie: |e sizing the importance of persistency. 
s the yeu fe Avoid becoming discouraged. The fre- 
ssociatio | quency of the “app” is the important 
© with an [e thing. 
14. Final “Capitalize on the spirit of success,” 
he urged. “Do on Monday, Tuesday 
le recent |e and Wednesday the things you have 
vound up planned for the week; otherwise the end 


of the week will come and you will fall 
short of what you set out to accom- 
$ | plish, Do next week’s work on Thurs- 
day, Friday, and Saturday. 


of the Don’t be ashamed of calling on peo- 


ae ple, Mr. Taggart said, be ashamed of 
» Vv, not calling on them. 
y Chap- Jack Lauer, Penn Mutual, Cincinnati, 
psc one of Mr. Taggart’s fellow members 
ve i & % the Million Dollar Round Table, told 
Poe: some interesting facts about his work, 
~ Mr and others were brought out in the ques- 
emai tions asked Mr. Taggart after his talk. 
ogy President L. D.. Fowler suggested 
nt, the that Mr. Taggart’s ideas be carried out 
ae the balance of the month, Oct. 9-31, 
i and that each member in that period 
sail obtain four prepaid lives for a minimum 
iia of $1,000 ordinary, those achieving this 
Peco result to receive special recognition at 
tld be the November meeting. Mr. Fowler 
the appointed A. R. Jaqua, associate editor 
aeons Diamond Life Bulletins, to act as ref- 
mouth =. 
ree H. S. Hatfield, Northwestern Mutual, 
ported reporting for the program committee, 
: aa announced that Leon Gilbert Simon, 
Equitable Life, New York City, will 
speak on “Business Insurance” Nov. 19 
and B. C. Nelson, Northwestern Mu- 
tual, Milwaukee, on “Prospecting” in 
oncies December. Speakers in 1937 include 
od for Paul Speicher, R. & R. Service, In- 
id re- dianapolis, and J. E. Bragg, Guardian 
neral Life, New York City. 
19-20, C. R. Robb, Northwestern Mutual, 
route president Cincinnati C. L. U. chapter, 
es of introduced C. V. Anderson, Provident 
> at- Mutual, Cincinnati’s first C. L. U., who 
irec- presented C. L. U. certificates to seven 
here men who achieved that designation. 
_* The meeting climaxed a drive for 100 
Life new members, L. B. Scheuer, State 
e at Mutual Life, vice-president of the asso- 
the ciation and chairman of the membership 
committee, reporting 101 new mem- 
ers. There were 327 present. 
et xk *k * 
will Buffalo’s Golden Jubilee 
fin rin went past presidents of the Buffalo 
>" ife Underwriters Association are plan- 








ning a gala dinner jubilee to celebrate 
the 50th anniversary of that organiza- 
tion. The Buffalo association was 
founded Nov. 9, 1886, and is one of the 
oldest organizations. An imposing 
galaxy is expected to attend the dinner 
which will be held at the Hotel Statler 
Nov. 9. The toastmaster will be Julian 
S. Myrick of New York City, manager 
Mutual Life, who is past president of 
the National association. N. E. Turgeon 
is chairman of the program committee. 
Past President R. T. Wheeler is general 
chairman in charge of all arrangements. 


kK Ox 
“Gold in Them Thar Hills” 
Topic at “Caravan” Meeting 





The 1936 caravan season for Califor- 
nia associations will open Oct. 22 with 
a visit to Los Angeles of a caravan com- 
posed of members of the San Francisco 
association, with G. F. McKenna as 
chairman. A dinner-meeting of the Los 
Angeles association will be held, for 
which a special program has been pre- 
pared. The San Francisco caravan will 
later hold special meetings with each of 
the associations in northern California. 
The Los Angeles caravan will return 
the San Francisco visit in November, 
and meantime will visit each of the 
associations in southern California south 
of Fresno and Santa Barbara. 

With the theme, “Thar’s Gold in 
Them Thar Hills,” eight members of 
the San Francisco association will pre- 
sent an “Exchange of Ideas” program 
at the Los Angeles meeting. Speakers 
will be: “The Prospector and His Dig- 
gin’s,’” V. T. Motschenbacher, Sun 
Life; “Workin’ the Claim,” J. M. 
Hamill, Equitable of N. Y.; “Strikin’ 
Pay Dirt,’ T. A. Gallagher, Prudential, 
president San Francisco association; 
“Followin’ the Pay Streak,” G. F. Mc- 
Kenna, Continental Assurance, and 
“What It Takes to Cash in at the 
Mint,” F. J. Curry, Penn Mutual. 

C. H. Linford, Travelers, will act as 
chairman, introducing the San Fran- 
cisco delegation. 

“A Few Matters of Statewide Con- 
cern” will be presented by K. L. Brack- 
ett, John Hancock Mutual, president 
California association. P. Young, 
Metropolitan Life, recently elected sec- 
retary of the National association, will 
speak on its recent convention. 

kk Ox 

Minneapolis—Arthur R. Hustad, mana- 
ger life department Travelers, has been 
elected president. Vice-presidents are 
Charles A. Petillon, Berkshire Life, and 
A. B. Dygert, Northwestern Mutual; sec- 
retary, Rollo H. Wells, Northwestern Na- 
tional; members executive board, Lloyd 
Lynch, John Hancock; David Luick, 
Connecticut General; Frank Brunkou, 
Mutual Benefit, and F. W. Atkinson, 
Great-West Life. 

* *k x 

Hamilton, Ont.—President J. E. 
Matthews of the. Canadian association 
was the chief speaker at the 30th anni- 
versary of that association, which also 
was the 30th anniversary of the Hamil- 
ton association. Ed Morwich, Mutual 
Life of Canada, one of the founders of 





the Hamilton association, outlined its 


growth. Maj. William Mayal, North 
American Life of Canada, introduced the 
president. He gave a vivid description 
of the annual convention of the National 
Life Underwriters Association at Boston. 
H. E. Smith of the Metropolitan Life 
and Roy Saunders of the Sun Life were 
presented certificates giving them the 
degree of C. L. U. Among those at the 
head table were Thomas Baxter, who has 
been 37 years with the North American 
Life; C. G. Rundelle, president Hamilton 
association; W. Marsden of Linton, Can. 
* * K 

Toledo—G. E. Lackey, Detroit general 
agent of Massachusetts Mutual Life, ad- 
dressed the meeting to which a number 
of attorneys were invited, on the oppor- 
tunities for life underwriters through 
cooperation with attorneys and trust 
officers. 

ce *£ 

Norfolk-Portsmouth, Va.—J. J. Leter- 
man, Norfolk, general agent John Han- 
cock Mutual Life, has been elected chair- 
man of the general agents’ division. He 
is a brother of E. G. Leterman of New 
York, John Hancock’s leading producer. 


* * * 
Kansas City—A “double bill” was 
staged Oct. 13, with A. L. Dern, vice- 
president and superintendent of agen- 


cies Lincoln National Life, and George 
H. Harris, public relations officer Sun 
Life of Canada, as headliners. 

* = * 

St. Louis—The association is cooper- 
ating with the new board of election 
commissioners in its efforts to insure a 
clean election on Nov. 3. The board in- 
cludes M. E. Singleton, former presi- 
dent Missouri State Life, and George L. 
Dyer, general agent Columbian National 


ciation are asked to serve as deputy 
election commissioners. Secretary E. A. 
Pickel has sent a general letter to mem- 
bers urging them to aid in the clean 
election movement. 

A. R. Jaqua, associate editor of the 
Diamond Life Bulletins, is speaking at a 
luncheon meeting Oct. 16. 

* * * 

Los Angeles—J. W. Yates, California 
general agent Massachusetts Mutual 
Life, spoke before the Life Insurance 
Forum on “Years Are Not so Long.” 
“Some people,” he said, “wait years to 
do many things, rather than to accept 
the challenge of life and begin today 
to achieve the successes for themselves 
which they have planned for the future. 
What are we waiting for? Do the ulti- 
mate today.” Peter Thompson, Equita- 
ble of New York, was chairman. 

*x* * x* 


Houston—Dr. H. W. Cook, medical di- 
rector Northwestern National Life, spoke 
at the October luncheon meeting on 
“Some Problems of Medical Selection as 
They Affect the Man in the Field.” 

Claris Adams, new president of the 
Ohio State Life, also made a short talk. 

* * * 
0.—W. W. Barnhill, district 
manager Mutual Life of New York at 
Ashland, O., spoke on “Plan of Work 
Control Which Completely Solves the 
Prospecting Problem.” 
* * * 

San Franciso—The “kick-off” meeting 
of the present administration will be 
held Oct. 26 when President T. A. Gal- 
lagher will outline plans for the year. 
Speakers will include K. L. Brackett, 
president California association; P. G. 


Akron, 





Young, secretary National association, 





MEN OF ACT 


Another Football season brings to 
mind canny, colorful Knute Rockne. . 
whose coaching at Notre Dame did 
much to elevate Football to the great 
popularity this sport enjoys today. 







CENTRAL LIFE 
“‘MEN OF ACTION’’ 


ACTION carefully planned — 





definite and p , results in 
progress, depression or no de- 
pression. 

PROGRESS 


PERCENTAGE OF GAIN 

IN PAID PRODUCTION 

1934 over 1933 37% Gain 

1935 over 1934 28% Gain 

1936 over 1935 24% Gain 
Seven Months Only 


WHY THIS PROGRESS? 
@ Cooperative action—Home 
Office and Field. 
@ Modern Training Plans— 
preliminary and advanced. 
@ Planned work program for 
new and veteran agents. 
@ Result-getting Sales Plans. 
@ An effective “Prospecting 
by Mail” system. 
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“Highlights from the 
V. T. Motschen- 


who will present 
National Convention;” 


bacher, Sun Life; F. J. Van Stralen, 
Massachusetts Mutual, and Paul Webber, 
Lincoln National. 


Award of the Heron Trophy for out- 
standing service to the association will 
be made. The Wells Fargo membership 
trophy will also be awarded. 


*k * *K 


California—President Karl L. Brackett, 
John Hancock Mutual Life, San Fran- 
cisco; addressed the Sacramento associa- 
tion Oct. 18, giving highlights of the 
national convention and discussing plans 
of the state association. Mr. Brackett 
will appear Oct. 21 on the program of 
the California Association of Insurance 
Agents at San Jose and will speak Oct. 
22 before .a joint meeting of the Los 
Angeles and Hollywood associations in 
Hollywood. 

* ok OK 

Neenah-Menasha, Wis.—Allan C. East- 
lack, Oshkosh, actuary Wisconsin Na- 
tional Life, was guest speaker at the 
monthly meeting in Menasha. 

* * * 

Cleveland—Two speakers will address 
the meeting Oct. 16. Leonard H. Fletcher, 
general agent Continental Assurance, 
Cleveland, on “Time and Commission 
Control,” and Max M. Matusoff, Mutual 
Benefit Life, Cleveland, on “Service and 
Prestige in Selling.” 

ik: ake) a 

Northwest Texas—At a meeting in 
Amarillo, Tex., the need for more string- 
ent laws to protect the insurance buying 
public was discussed and a resolution 
adopted and sent to the officials. of the 
state association, urging the cooperation 
of all life insurance organizations in 
Texas in the securing of the passage of 
such protective laws. 

L. C. White, general agent California- 
Western States Life, talked on the ethics 
that should be observed in the selling of 
life insurance, and R. L. Graves, secre- 
tary of the association, presented the 
U. S. Chamber of Commerce discussion 
of life insurance. 

* *k * 

San Antonio, Tex.—The theme of the 
October meeting was “Conscious Prestige 
Building.” Eight demonstrations of 
prestige building were given by mem- 
bers of the association under the direc- 
tion of D. J. Farrell, Pacific Mutual Life 
general agent, who stated that prestige 
is the result of performance. 

Walter Symonds, State Mutual Life, 
chairman of the committee on C. L. U. 
work, announced that class work would 
begin Oct. 12, under the auspices of West- 
moorland College. President Matthew 
Brown, General American Life, urged the 
membership to take an active interest 
in preparing for a local C. L. U. group. 

* ok O* 

Jacksonville, Fla.—Laurence F. Lee, 
president of the Peninsular Life and the 
Occidental Life of North Carolina, spoke 
on “The importance of the field force in 
solving current problems.” 

* * * 

Northern New Jersey—A_ luncheén 
meeting will be held Oct. 19 in Newark. 
R. L. Duffield of the New York “Times’” 
editorial staff, will talk on “The World 
of Today.” W. H. Kee, Brooklyn mana- 
ger of the Mutual Life of New York, 
will discuss “Production Work.” 

* * x 

Mississippi—H. G. Kenagy, agency su- 
perintendent Mutual Benefit Life, spoke 
at a luncheon in Jackson. 

ke 

Dallas—Claris Adams, president Ohio 
State Life, was the luncheon speaker 
Monday. He told the magnificent record 
of life insurance during the depression. 
He touched on some of the current eco- 
nomic issues showing their effect on life 
insurance, 

A. E. Patterson of Chicago, new presi- 
dent, and Manager Roger Hull, National 
Association of Life Underwriters, were 
entertained at luncheon Wednesday. 


Rewarded for Sales Success 


Rewarded for attaining a new selling 
goal in the period Aug. 10-Oct. 1, the 
staff of the Evansville, Ind., office of 
the Life of Virginia attended a _ ban- 
quet here. Guests included I. T. Town- 
send, vice-president; his assistant, A. E. 
Crawford, and H. P. Anderson, super- 
visor from the home office; A. E. Hop- 
kins, who for 27 years was in charge of 
the Evansville office, and Dr. Bertis 
Cody, medical examiner. V. U. Poin- 
dexter heads the Evansville staff. 





THE 


NATIONAL 





UNDERWRITER 





October 16, yy 














AGENCY MANAGEMENT 





Complex Job Faces Managers 





Loder Tells Philadelphia Supervisors 
That General Agent Job Is Growing 
More Difficult 





PHILADELPHIA, Oct. 15.—The en- 
trance of the federal government into 
the life insurance picture with taxes 
changed the business from a simple one 
where a general agent could handle an 
entire agency by himself into a complex 
proposition requiring the need of trained 
supervisors, said Paul Loder, Philadel- 
phia general agent Provident Mutual 
Life, at the supervisors’ conference of the 
Philadelphia Association of Life Under- 
writers. 

“There was a time,” said Mr. Loder, 
“when a general agent could handle an 
agency of 30 men entirely by himself. 
He could do all the recruiting, all the 
checking, all the coaching of it, and 
write his own personal business, and still 
have the time with the activities of the 
underwriters’ association. 


Complicates Situation 


“But the federal government got into 
our ‘business with taxes. A lot of people 
rose up to tell us how the business ought 
to be run, and the banks and trust com- 
panies that never paid any attention to 
us before discovered that there were pos- 
sibilities in trust funds. Today, in 1936, 
you have a business that is not an old 
fashioned, simple business of production. 
General agents and the supervisors have 


ors. I question very much if one of the 
general agents of 30 years ago could an- 
swer nine out of ten questions that are 
asked today by prospects, policyholders 
and agents. It would be language that 
they never heard. And the thing more or 
less is developing, and its success rests 
on the supervisors.” 


Urges Preparation 


Mr. Loder urged the supervisors to 
prepare for the duties of general agent 
by having a larger view in their present 
jobs. “You cannot afford to be jealous 
of anybody. You cannot be petty. You 
cannot afford to think in terms of 
whether I like that man or that man. 
Work on the basis that you like all men 
—if they are in your agency. Get that 
willingness of service that is aside from 
salary, profits or routine duties. It is 
over and beyond that. It is a personal 
interest in every single thing about your 
agency. Share your ideas with someone 
else in the agency.” 





Detroit Managers Pledge 
Aid to Michigan Department 


DETROIT, Oct. 15—The Michigan 
department’s difficulties in dealing with 
license changes and complaints concern- 
ing agents were reviewed at the Oc- 
tober meeting of the Associated Life 
General Agents & Managers. A reso- 
lution was adopted pledging the support 
of the association to the department to- 
ward lessening these difficulties by bet- 
ter cooperation and notifying the de- 
partment promptly when agents leave 
one agency to join another, so that the 
licenses can be cleared more easily. 

K. Schoch, Aetna Life, president 
of the association, outlined the proposed 
program for the year’s educational meet- 
ings and reported excellent progress in 
lining up nationally known executives 
as speakers. Referring to the activities 
of the managers’ section of the National 
Association of Life Underwriters con- 
vention, Mr. Schoch reporéed on plans 
for a more active general agents’ and 
managers’ group that will be worked out 
this year. G. E. Lackey, Massachu- 
setts Mutual, discussed the material 
brought out on how to sell the prospec- 
tive agent on the business; A. A. Heald, 





Bankers of Iowa, talked on that portion 


to be a group of almost expert advis- | 


of the program relating to present 
trends in agency education and E. W. 
Owen, Sun Life, handled that part deal- 
ing with special promotions and con- 
tests. 


Holcombe in Dallas 


The surest way to eliminate the “rate 
book toters” in the insurance business is 
to raise the standards of agency manag- 
ing, John M. Holcombe, Jr., manager 
Life Insurance Sales Research Bureau, 
told the agency managers of Dallas, 
Tex., at a meeting there. He discussed 
the purposes and work of the bureau 
and urged the agency managers to begin 
work of weeding out the laggards in the 
business. 


Klocksin, Ware Special Guests 

C. C. Klocksin, legislative counsel 
Northwestern Mutual Life, and Orville 
Ware, assistant legislative counsel, 
stopped over in Oklahoma City en route 
to annual meeting of the American Life 
Convention in Dallas, and were guests 
at a luncheon of the Oklahoma General 
Agents & Life Managers Association. 





Cleveland Supervisors Meet 


The supervisors group of the Cleve- 
land Life Underwriters Association will 
meet Oct. 19. W. Harry Jackson, State 
Mutual, will speak on “What Is This 
Supervision?” 








News of Pacific 
Coast States 














Would Merge Insurance in 
“Department of Business” 


SALT LAKE CITY, UTAH, Oct. 15: 
—The “committee of nine,’ appointed 
early last year to make a thorough in- 
vestigation of Utah’s state governmental 
setup for the purpose of effecting econ- 
omies in administration, recommends 
a number of sweeping changes, among 
them the setting up of a department of 
business, headed by an official with the 
title of “commissioner.” In this depart- 
ment would be the present functions of 
the insurance commissioner, banking, 
building and loan and securities depart- 
ments, The commissioner would be di- 
rectly responsible for the supervision of 
banking and building and loan; for in- 
surance and securities he would appoint 
an assistant administrator who would 
have immediate charge. 

For many years Utah insurance men 
have been demanding a square deal for 
the insurance commissioner from the 
standpoint of financial support. The de- 
partment has been greatly handicapped 
by lack of personnel. Last year an as- 
sistant commissioner was secured, but 
even now the entire personnel consists 
only of the commissioner, the assistant 
commissioner and a stenographer. Now 
the insurance department is one of those 
arms of the state government that are 
proposed to be consolidated in the inter- 
ests of economy! 


Brown & Sons in Life Field 


_Edward Brown & Sons, San Fran- 
cisco, pioneer Pacific Coast general 
agency, has been named northern Cali- 
fornia general agent of the Jefferson 
Standard Life. W. T. O’Donohue, home 
office representative, is remaining in San 
Francisco temporarily to launch the life 
insurance program of the general agency. 
A life department manager will be an- 
nounced later. 


Hear Talk by Dr. Rockwell 


Los Angeles life managers, general 
agents and agents were invited to attend 











a breakfast-meeting at the Los Angéles | 





Athletic Club when Dr. C. J, Rockyel 
University of Southern Californiy 
cussed “Selling and Economic Trend 





















President John H. Evans are making 
agency visits on the Pacific Coast. 


(CONTINUED FROM PAGE 3) 


salesmen in the field, declared Mr, py. 
terson. He told of a survey in Sy 
Francisco in which it was found th 
only 700 of the 2,000 licensed life agent; 
had offices or received mail at an ageng 
office. Ten percent couldn't even }. 
found by the mailman. The San Fray. 
cisco association held that by elimina. 
ing part-timers it would lower the py. 
ing resistance of the public, reduce yp. 


ethical practices and increase the per. 
centage of life insurance the publi 
buys. 


Parties Vie for the Role 
of the Policyholders’ P,| 





(CONTINUED FROM PAGE 3) 


reduced, will soon disappear altogether 
He said that there is already an an 
ual revenue that will reduce our bor 
rowing by $2,000,000,000, while the nun- 
ber of unemployed has been reduced by 
40 percent, which will inevitably reduce 
the annual expenditure. 

“Let us all be well assured that there 
has been no dilution of the dollar, and 
shall be none. That there has been 1 
inflation and shall be none, that the dol- 
lar’s just value has been and shall be 
maintained, that our people’s confidence 
in life insurance has been and shall be 
safeguarded, and the invaluable struc 
ture founded in and built upon tha 
confidence will be preserved as one oj 
the republic’s most precious possession,’ 
he declared. 


Mills Warns of Inflation 


Former Treasury Secretary Mills took 
a more gloomy view of the present aé- 
ministration’s fiscal policy and the prob- 
able effect upon life insurance and other 
forms of savings if this policy should 
be continued. He compared this coun- 
try’s situation to that of France's post- 
war financing. 

“The course of. monetary inflation re- 
sulting from chronic deficits is always 
the same,” said Mr. Mills. “First there 
is heavy borrowing, regarded as tem- 
porary, but which may become chronic 
under a weak and vacillating govern- 
ment. The second stage is marked by 2 
rapid rise in the floating debt, with peo- 
ple hesitating to buy long term bonds 
when a government is playing fast and 
loose with its finances. The third stage, 
or perhaps a second aspect of the sec- 
ond stage is the drift of the ownership 
of the debt into the banks. 

“Finally we reach the stage, if this 
drift continues long enough, when the 
banks find themselves surfeited with 
government paper and feel no longer 
justified in continuing. This stage may 
be a long time in coming—particularly 
when the government has created artif- 
cial money-market conditions which 
give such short term paper an_artif- 
cial advantage.” The important thing, 
he emphasized, is that the government, 
unable to borrow longer, takes what it 
wants by force, this being the essence 
of fiat money. Once the government 
resorts to compulsion, the lid is off and 
the last restraint on government spend- 
ing has been effectually destroyed, he 
warned. 

Mr. Mills listed the following and said 
that added all together “there would ap- 
pear to be material for a grand bonfire:” 





1. A chronically unbalanced budget 
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Three-fourths of the aeceident and 
health companies have made great 
' changes in their rates and policies. All 
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‘ith 0 immediate prospect of arrest- 

the torrent of expenditures. 
Pg A federal tax system which be- 
“e¢ of its reliance on indirect taxes 
: ceals from the mass of the people 
“ real weight of the burden and thus 
mies to the government the brake 
P hich public opinion would otherwise 


pr cit finance by the manufacturer 


- bank credit. 
A ehiteen billion dollars of such ar- 


iiicial credit already in existence. 
Danger of High Bank Reserves 









;, Bank reserves largely in excess of 
legal requirements, inviting a further ex- 
pansion of banking credit. 

s, Extraordinarily easy money, arti- 
Fjcially produced. ; 

7 A monetary policy based upon no 
definite convictions or principles. 

s, A long delayed business recovery, 
ready to cloak an inflationary movement 
antil it gathers real momentum. 

Thomas G. Murrell, manager Con- 
necticut General life, and president New 
York City C. L. U. Chapter, presented 
‘diplomas to local life agents who re- 
Fceived the C. L. U. designation. Mr. 
‘Murrell paid tribute to the helpfulness 

of the National Association of Life Un- 
‘derwriters in promoting the C. L. U. 
movement. 


information accurately given in the 
Time Saver. This comprehensive book 
only $4. Write 420 East Fourth street, 
Cincinnati. 
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We Learned This 
From Him 





Central States Life cut a 
slice out of its 26th birthday 
cake not long ago. In twenty- 
six years we’ve learned quite a 
few things and right up at the 
top of the list is this one: 
Salesmen are human beings 
just like vice-presidents and 
actuaries and not just colored 
pins stuck ona map in the H.O. 
That's why Central States Life 
is proud of its reputation of. 
being a FRIENDLY company. 
We think it means a lot to 
know a fellow by his first 
name and visit with him on 
his own stomping ground once 
in awhile. 

eee 


Write J. DeWitt Mills, Vice Pres., for 
your copy of “Field Features”. Desir- 
able territory available in Mo.; 
Ark., Okla. Texas, Colo.; Nebr., 
Wyo., Utah, Calif., and Florida. 


CENTRAL STATES 
LIFE INSURANCE COMPANY 





3663 Lindell Bivd. 


St. Louis, Mo. 


Want Industrial 
Research Bureau 


(CONTINUED FROM PAGE 3) 


much confidence is placed in their re- 
ports. 

He said a bureau established by 
American Life Convention through 
which all companies would be able to 
obtain specific information regarding 
men desiring agency connections would 
be very helpful. 

In small debits, he said, Home State 
Life pays an average of 20 percent col- 
lection commissions and 20 times on 
increase. The contract is so arranged 
that an agent is held down during the 
first 13 weeks. If he has been success- 
ful, there will be a substantial increase 
in income during his second quarter. 
If he is an unusually good man he can 
further increase his income during the 
third quarter. A cash bond is not re- 
quired. In Home State Life, top com- 
missions on ordinary are considerably 
more than those paid by most industrial 
companies. The company is protected 
by reason of the fact that when an 
agent leaves the company he is entitled 
cnly to industrial commissions which 
may be due him 13 weeks following the 
date of his final. He receives no com- 
missions on first year ordinary on 
which premiums are paid after his final. 

Home State Life will not employ a 
man who has had more than two pre- 
vious industrial company connections. 
Men who were formerly in the service 
of Home State Life and sever their con- 
nections through resignation or dismis- 
sal are not considered for a new agency. 





Nettleship for Bureau 


F. M. Nettleship, secretary of agen- 
cies, Equitable Life of Washington, 
D. C., urged upon the industrial com- 
panies the establishment of a research 
bureau or clearing house. As a start, 
he suggested that one competent statis- 
tical clerk be hired. He predicted that 
if a start were made and experience of 
a number of companies collected that 
the information developed in a very few 
years would be extremely valuable. 

Some companies, he said, are not 
much interested in the project, because 
they think its sole purpose would be to 
exchange information regarding the “ex- 
agent,” and these companies that are 
not interested contend that this is no 
problem to them because they do not 
knowingly employ such producers. 

Cooperation, he said, in reporting all 
contract cancellations, especially for 
cause is important and necessary if the 
ex-agent is to be avoided, especially the 
undesirable one. He showed that the 
cost of agency turnover is a vital and 
pressing problem. By eliminating only 
a small percentage of “finals” the ex- 
pense of maintaining a bureau would be 
saved many times over, he contended. 
He said the cost of one “final” has been 
variously estimated at from $300 to $500. 
The bureau would utilize the coopera- 
tion already manifested on the part of 
a few companies and bring into action 
the same type of cooperation from all 
interested companies. 

He said the personal work of the dis- 
trict manager should have attention. 
These officials should be equipped to se- 
lect and train and to educate men prop- 
erly in the fundamentals and_ back- 
ground of the business. 

Where research has been engaged 
upon only in a limited way, he said, 
the results have been good. One com- 
pany has reduced the percentage of 
finals from 57 percent in 1930 to 27 per- 
cent in 1935. The balance due the com- 
pany from retiring agents has been re- 
duced by about 75 percent. 

Much benefit would be derived from 
collecting by questionnaire, information 
on terms of contract, methods of com- 
pensation, creation of reserve, special 
concessions and privileges for years of 
service, bonding methods, etc. 


special clauses and provisions that are 
peculiar to the industrial contracts, such 
as the facility of payment clause, the 
extra accidental benefit, loss of eye- 
sight and dismemberment. 


Aurora Is Selected for 


Meeting of Illinois Body 





(CONTINUED FROM PAGE 8) 


visions and the chairman of each di- 
vision checks up attendance two days 
before the meeting. 

Miss Joy M. Luidens, executive sec- 
retary of the Chicago association, said 
that she calls agency heads the day 
before the meeting and is able to de- 
termine the attendance within 5 per- 
cent. 





PEORIA MEET NOTES 








Harry T. Wright, Equitable Life of 
New York, Million Dollar Round Table 
member, entertained its chairman, Grant 
Taggart in his home with a fake radio 
broadcast. To let Mr. Taggart know 
that the broadcast was not on the level 
he concluded it with the news item that 
Henry Ford had applied for admittance 





to membership in the Round Table but 
that Chairman Taggart had refused him. 


* * * 


President Alexander E. Patterson of 
the National association paid tribute to 
the Peoria group stating that the or- 
ganization stood exceptionally well with 
all associations. The Peoria delegation 
to the National association is always 
large and its members popular. 


* * * 


J. Logan Unland, Pekin, 
able singing leader. 


* *K * 


In introducing Caleb R. Smith, Massa- 
chusetts Mutual million dollar producer 
of Ann Arbor, Mich., C. W. Reuling, 
Massachusetts Mutual general agent at 
Peoria, called attention to the fact that 
it was the 23rd anniversary of Mr. 
Smith’s contract with the Massachusetts 
Mutual. 


proved an 


*x* * * 

Norris Bokum, vice-president of the 
Illinois association and general agent 
of the Massachusetts Mutual in Chicago, 
was unable to attend due to illness. 

* * * 

The gavel used by President Pearce 
of the Peoria association was made of 
wood from the Hermitage, home of An- 
drew Jackson, and was presented by J. 
W. Ross, Mutual Benefit, Peoria. 

* * * 

Manager G. C. Fanning, Metropolitan 

Life, Peoria, had a luncheon for 87 
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CALIFORNIA 


Barrett N. Coates Carl E. Herfurth 


COATES & HERFURTH 
CONSULTING ACTUARIES 
114 Sansome Street 437 So. Hill Street 
SAN FRANCISCO LOS ANGELES 
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CONNECTICUT 
Frederic S. Withington 


Consulting Actuary 
317 Willow Street 
New Haven, Conn. 
Telephone 5-6231 











ILLINOIS 


DONALD F. CAMPBELL 
Consulting Actuary 

160 N. La Salle Street 
Telephone State 1213 

CHICAGO, ILLINOIS 
























Specialty, Income Taxes of Insurance 


Companies 
WILLIAM W. CHAMBREAU 
Consulting Actuary and Tax Consultani 
111 West Monroe Street, Chicago 


Organization, Management, Tax Service 
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CONOVER, GREEN & CO. 
Actuarial and Insurance Consultants 
120 South LaSalle Street, Chicago 


Chase S. Conover Telephone 
Walter C. Green FRAnklin 3868 





























The actuaries could develop informa- 
tion particularly with regard to those 





HARRY S. TRESSEL 
Certified Public Accountant and 
Actuary 
10 S. La Salle St., Chicago 

Telephone Franklin 4020 
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INDIANA 


Davis & Haight, Inc. 
| Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis, Omaha, Kansas City 
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HARRY C. MARVIN 
Consulting Actuary 

307 Peoples Bank Building 

INDIANAPOLIS, INDIANA 























NEW YORK 


MILES M. DAWSON & SON 
CONSULTING ACTUARIES 


500 Fifth Avenue New York City 























Established 1865 by David Parks Fackler 
FACKLER and BREIBY 
Consulting Actuaries 


Edward B. Fackler William Brelby 
8 WEST 4TH STREET NEW YORK 














PENNSYLVANIA 


FRANK M. SPEAKMAN 
CONSULTING ACTUARY 
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A Strong Weapon 
For Your Armoury 


The tendency of governments in the taxation 
of estates is definitely upward. Year by year 
Succession and Inheritance Taxes are reach- 
ing higher levels. A man may build up an 
estate by various means adequate for the pro- 
tection of his family, only to have it ren- 
dered inadequate by forced liquidation of 
valuable assets to provide cash for estate 
taxes, 


Life insurance provides practically the only 
means through which delay in the distribu- 
tion and shrinkage in the value of an estate 
may be avoided. The trained Life Under- 
writer can offer a service which conserves, 
as well as builds, estates. 


THE 


GREAT-WEST LIFE 
ASSURANCE COMPANY 
Head Office—Winnipeg, Canada 

















Opportunity!! 
The Columbus Mutual Offers 


First—THE ADVANTAGES OF OPERATING YOUR 
OWN AGENCY. 

Second—LOW COST INSURANCE TO SELL. 

Third—LIBERAL COMMISSIONS FOR SELLING IT. 

Fourth—IDEAL WORKING CONDITIONS. 


Vested Renewals— 

Unrestricted Territory— 

Automatic Promotion— 

Equality of Opportunity— 

No one to interfere, dictate or coerce— 

Every influence helpful, inspirational— 

Reward determined not by chance, by guess, or 
by favoritism, but by results— 


The larger the production, the higher the rate 
of compensation— 


You do not have to fight for a better contract— 
You rise to your rightful level without let or hindrance. 


THE COLUMBUS MUTUAL LIFE 
INSURANCE COMPANY 
COLUMBUS, OHIO 





Metropolitan men attending the con- 
gress, in honor of Gale F. Johnston, 
group manager from St. Louis, who was 
one of the speakers. Manager A. D. 
Hallagan had 30 of his men from Chi- 
cago, while Manager Herman Haupt- 
fleisch of Springfield had a delegation. 
Mr. Fanning introduced Mr. Johnston to 
the congress. 
a ok ok 

Grant Taggart, chairman of the Mil- 
lion Dollar Round Table, concluded his 
speaking tour at Peoria and is now 
headed for Cowley, Wyo. 

*x* *K * 

Dr. J. H. Pearce, president of the 
Peoria association, presided at the morn- 
ing session. 

* *K * 


Welch W. Pierce, Chicago manager of 
the Massachusetts Indemnity, was host 
at a get-together following the board 


meeting. Charles E. Thompson, his 
Peoria agent, assisted him. 

oka: anak 
Lester O. Schriver, Aetna Life, past 


president of the National association, 
told of his speaking tour with Grant 
Taggart in introducing him. 

* *k x 

Penn Mutual agents entertained at 
two luncheons held by C. E. Madden and 
Alexander E. Patterson, Chicago gen- 
eral agent and president of the National 
association. 

* *k * 

Chester T. Wardwell, Peoria manager 
of the Connecticut Mutual, held a lunch- 
eon as well as did the Reuling & Wil- 
liamson, Peoria general agents of the 
Massachusetts Mutual. 

*x* * * 

S. W. Sanford, Davenport, Ia., mana- 
ger of the Prudential, also has Illinois 
territory and was on hand looking after 
the interest of the Illinois constituents. 


Wright New Head 
of Legal Section 


(CONTINUED FROM PAGE 1) 


G. S. Nollen, president American Life 
Convention, brought the greetings of the 
parent organization. He opined that the 
insurance lawyers have an administra- 
tive as well as legal responsibility to fill 
toward companies. Col. C. B. Robbins, 
general counsel A. L. C., spoke briefly, 
saying that during the year to come there 
will be a call on lawyers to help com- 
bat tax legislation which he predicted 
would come in a vast wave. 

A. B. Scott, counsel of the Atlantic 
Life, gave the first paper at the Mon- 
day morning session of the Legal Sec- 
tion on “Right of Insurer to Offset 
Mortgage Debt Against Disability In- 
come Benefits as Affected by Exemp- 
tion Statutes and the Subsequent Bank- 
ruptcy of the Insured.” This was pure 
law, so to speak, and contained prac- 
tically nothing of interest to anyone ex- 
cept the members of the Legal Section. 


Compromise Settlements 





J. D. Frank, associate general counsel 
Lincoln National Life, presented a paper 
before the Legal Section on “Compro- 
mise Settlements with Executors, Ad- 
ministrators and Guardians.”’ He empha- 
sized the necessity and importance of 
the most scrupulous care when dealing 
with minors, incompetents, estates of de- 
cedents, and their legal representatives. 
The utmost good faith, fairness and 
frankness should be observed in all deal- 
ings with them and with the courts hav- 
ing jurisdiction over their estates. When 
this is done and a settlement is effected, 
the courts can be relied upon to protect 
the interests of the company, 

He observed that within the past few 
years the legislatures of several states 
have enacted legislation authorizing and 
empowering minors who have attained 
a certain age to enter into contracts for 
life insurance. It may be expected, he 
said, that similar action will follow in 
other states. 

He expressed the belief that such leg- 
islation is wise and wholesome. It is 
fitting and wholesome that minors be 
permitted to make life insurance invest- 
ments at a time when they can secure 
maximum protection at a minimum cost, 








leaving their contracts in such as 
of uncertainty as to deprive them og 
benefit of the right to make such ’ 
tracts until they attain their majoriy, 
The Legal Section always has a hy 
eon the first day. This year Frank Wj, 
encraft, one time Dallas lawyer iol 
chairman of the section, came from Wd 
York City where he is general sof, 
of the Radio Corporation of Americ, 
preside at the luncheon. 7 
U. S. District Judge W. H. Atwell 
Dallas was the luncheon speaker 4 
urged men to reason together jp ‘the 
troubled times. The power to reason ¢ 
ferentiates man from the brute. Conte 
ence, he added, is a most valuable thig 
In conference a real leader leads, Whe 
men go into a conference untrammek) 
wisdom conquers. America, he declare 
has big men and there is a poignant ql 
for their help to preserve the inheritayg 
of liberty. Reason, he asserted, hol 
fast to truth. People, he said, suf 
when isms are thrust on them. 



































REVIEW BY KASTNER 


ti 

Ralph H. Kastner, associate coun 

, C., gave a concise review of leg 
islative and departmental happenings ¢ 
particular interest. His analysis of the 
new radical debt adjustment measyrs 
in Alberta elicited especial interest, _ 
O. F, Grahame, assistant secretary 0} 

















the Guardian Life, presented to tm Here 
Legal Section an important paper q counsel 
“Dispositions Under  Supplementayfmm of Tece 
Contracts.” It was an exhaustive trey.fmme te fra! 
ment of a subject which has been ime Wa Pt 
the backs of the minds of many insy.fqme Hence 
ance men in recent years due to thi” L. 
great increase in funds left with ther. 
panies under the various settlemer 1 
options and to the complicated dispos- 

tions which the companies are being r 

quested to make. He came to the con _— 
clusion that the basic validity of settl. 

ment options is unquestioned but thf %, Te 
the extra or fancy provisions raise the this 1s 
disposition problem. He concluded by je ‘sour 
urging the companies to pursue a came Some 
tious course and he suggested severd jm develc 


rules to follow. | Tex 
Mr. Grahame is a young man of stuf ness 


dious nature. He spoke for one how capita 
and a half. the 1 
valua 

Thomas Watters’ Paper $700 
Attorney Thomas Watters of Def $1,30( 
Moines, who was scheduled to spe he s. 
Tuesday morning on “Federal Incom  figur 
Tax Problems of Life Companies’ per 
was in a hospital in Iowa City for a throt value 
operation. W. W. Chambreau of Chi in re 
cago read his paper. Mr. Watters urgei J weal 
officials to watch carefully the future 0 figut 
federal income taxation and keep closely Furt 
in touch with decisions and rulings 1 J velo, 
the section applicable to life companics. a gt 


Millions of dollars, he feels, have bet trou 
paid in unnecessary taxes because of lak stati 
of understanding of the questions. He 
discussed tax free interest, reserve funds 


dividends, reserve for dividends, invest: i 
ment expenses, real estate expenses, ee is ¥ 
preciation, interest. Mr. Watters is em ites 
ployed by the National Board of Fir pone 
Underwriters and Association of Ca & T 


ualty & Surety Executives to study sv 


cial security legislation, unemploymet! pe 
insurance acts, state and national, até er 
summarize the facts for the members. fo 
R. Leighton Foster Speaks , I 

er 


R. Leighton Foster, former insurantt & 
superintendent of Ontario and now gt B °™ 
eral counsel Canadian Life Insurantt & 
Officers Association, presented a_paptt 


before the meeting of the Legal Sectio! ad 
on “The Canadian Law with Respect? B 8 
Beneficiaries.” He took the opportunity B 
to discuss at some length the matter itn 


uniformity of insurance legislation " § 
Canada. This has been 4n undertaking So! 
that has been close to Mr. Foster for an 
some time and he never lets the occasi0" § 

slip to go into the subject. E 
The original uniform act, he co" — 
cluded, was in force in eight of th — ni 













instead of continuing their disability of 


nine provinces of Canada for about é ne 
decade without change, apart from a m™ m 
nor amendment increasing the limits th 
insurance on the lives of children unde! le 
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nnual meetings of the insurance super- 
tendents conference. Some new amend- 
rents became effective this year. Some 















~ HL Atyyey i these amendments had been before the 
Speaker, 5 onference for about five years. Now a 
Cther jn thllmecond period has been entered which 
tO reason dim, Foster terms a second 10-year plan. 
Dri b 
valuabie nd May Stand for 10 Years 

leads, Whi The insurance superintendents and 
va trammel ompanies expect that the revised uni- 
', Ne declan cm act will prove satisfactory and can 
Polgnant Mand unchanged for another 10 years. 
ne inheritaell sy) proposed amendments will, it is 
'serted, hol hoped, be brought first before the stand- 
—" suffiing committee on life insurance legisla- 
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tion of the superintendents conference. 
There they will be discussed and re- 
yised and, if tentatively or otherwise 
approved, laid on the shelf awaiting the 
day when they are sufficiently numerous 
or pressing to require that they be rec- 
ommended for enactment. This plan, if 
followed, he said, will give every reason 
for confidence that stability and uniform- 
ity in the Canadian law respecting bene- 
ficiaries can continue to be successfully 
maintained. 

Heretofore, Col. Robbins, general 
counsel A. L. C., has given the review 
of recent decisions of moment, although 
he frankly acknowledged the material 
was prepared by one of his associates. 
Hence, M. E. Benson, attorney at the 
A. L, C. office, who has been doing the 





work, was put on the program to read 
his contribution. 

Tuesday afternoon the Legal Section 
devoted itself to discussing the social 
security act and state unemployment 
measures. F. V. Keesling, West Coast 
Life, presided and gave a comprehensive 
review occupying 47 pages of manu- 
script. He asserted that the effect of 
government relief for the pensioner will 
be to tempt him to pay higher prices 
for necessaries. The process, he added, 
will increase the number of nonworkers. 

Mr. Keesling said in the insurance 
world the provisions for old age as- 
sistance to the needy and unemploy- 
ment reserves may be dismissed as non- 
competitive. He discussed the consti- 
tutionality of the act. He said it is ex- 
tremely problematical whether a_ uni- 
form federal plan will be adopted in all 
states. Some compulsory national plan 
may be essential and the question of 
constitutionality arises. Can the federal 
government take over this function? 
Whether or not the social security plan 
is unauthorized, Mr. Keesling contended, 
is important because of the very broad 
powers of Congress to enact excise 
taxes. Mr. Keesling said, “Notwith- 
standing that the court may well under- 
stand the purpose of the tax, if it is 
not disclosed on its face, it will be sus- 
tained if otherwise constitutional.” 

Mr. Keesling reviewed the U. S. Su- 
preme Court decision in the AAA case 
and took the position that in many in- 
stances it parallels the social security 
act. The act, he contended, must be 
considered as an entity. It was appar- 
ent as the speaker developed his theme 
he felt the social security act would not 
hold water. 





WADE PRESIDES AT FINANCIAL MEETING 


(CONTINUED FROM PAGE 1) 





as Texas is concerned, he pointed out, 
this is a great and growing state. Its 
resources are extensive and diversified. 
Some of them have just begun to be 
developed. 

Texas municipal trust fund indebted- 
ness in 1932 averaged about $120 per 
capita which was about the same as 
the United States average. Assessed 
valuation in the state was just over 
$700 per capita as compared to about 
$1,300 for the United States. However, 
he said that county assessed valuation 
figures used for calculating the Texas 
per capita figures are far below actual 
values and the Texas municipal debt 
in relation to actual value of taxable 


| wealth is not as far out of line as the 


figures might indicate at first blush. 
Furthermore Texas is growing and de- 
veloping and a given debt burden for 
a growing state is less likely to cause 
trouble than the same burden for a 
static community, 


Within Ability to Pay 


_ He concluded that the debt burden 
1s well within ability to pay, so far as 
the average situation for the entire 
State is concerned. 

Total annual collections of state and 
county taxes at the worst of the de- 
Pression were off only about 20 percent 
and the recovery has been rapid and 
extensive, he said. 

For the state as a whole, debt bur- 
den and tax collection give a favorable 
analysis, 

So far as willingness to pay is con- 
cerned, Texas, he said, measures up 
m respect to management of munici- 
palities, character of citizenship and 
record of past performance. 

, +€Xas municipals marketwise have 
improved in recent years in compari- 
son with those of other states. The 
amount of information on Texas mu- 
Ncipalities that is available to investors 
1S increasing, 

has the outlook for Texas mu- 
oe 1s most promising. There is 
is to tighten up some weak spots in 
nicipal governmental machinery and 
~ State should improve the tax col- 
ction laws. It could well substitute 





some legal limitation on incurrence of 
debts to replace limitations on taxa- 
tion for debt service. Part of the bur- 
den of ad valorem taxes might well be 
lightened by more economical adminis- 
tration and by the development of other 
sources of governmental revenue. The 
most fundamental consideration is the 
promise of further development of its 
vast natural resources. 


Loan Correspondent’s View 


Use of a single loan correspondent in 
various territories by a group of com- 
panies was advocated by Owen M. Mur- 
ray, head of the Murray Investment 
Company of Dallas, in addressing the 
Financial Section. He expressed belief 
that if a number of companies would get 
together and select a strong and capable 
correspondent and give him sufficient 
volume to keep him strong, the corre- 
spondent would deal fairly with all com- 
panies and each would get better service 
than under the present system where an 
individual company uses a separate and 
sometimes weak correspondent in each 
territory. At present, he said companies 
are reluctant to use a correspondent that 
is patronized by a competitor. This re- 
sults in an over supply of correspond- 
ents. The medium sized and smaller 
companies especially should band to- 
gether. Too many correspondents bring 
ruinous competition, he declared. 

Relationship between company and 
loan correspondents should be mutually 
profitable, he said. A correspondent, in 
the average community, he said, should 
receive at least 1 percent a year in order 
to be able to render proper service. If 
several companies used one correspond- 
ent, the latter’s participation could be 
reduced. No correspondent can continue 
in business if his net income will not 
enable him to lay something away for a 
rainy day. 

Handling Fire Insurance 


He expressed the opinion that every 
city loan correspondent should, through 
an agency of his own, write all fire and 
casualty insurance in connection with all 
city loans, especially in the city where 
his agency is located. This makes for 


better handling of the insurance and! 7 
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MANAGEMENT 
“A FIELD MAN’S COMPANY” 


That is what those who know say of the Central Life. 
Its executives are genuinely concerned in helping the Field 
There is ample precedent for this 













Man solve his problems. 
attitude—every official of the company has been “in the 
Field’ as a personal producer or as a successful agency 
manager. Constructive suggestions are invited from the Field 
Force and the Company's Agency program is based on the 
firm conviction that the greatest progress is made when the 







































agents make money. 






If you are ambitious and industrious, we have the per- 
fect “Team'’—the genuine co-operative spirit—that will 








bring you success. 







Communicate with 
ALFRED MacARTHUR, PRESIDENT 
















CENTRAL LIFE 


INSURANCE COMPANY OF ILLINOIS 


720 NORTH MICHIGAN AVENUE - CHICAGO 
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WE ARE GOING TO 
CELEBRATE! 


Our 25th Anniversary in March, 1937 


We are planning to make our Silver Anniversary the banner 
year in Pan-American history. 


We are going to appoint District Managers in Key Cities of 
Texas, Georgia, North and South Carolina and Virginia. We 
are strongly established in these States where the Pan-American 
is well and favorably known. 








We are going to give these District Managers every cooperation 
and assistance to facilitate their success. If you consider your- 
self entitled to advancement to the position of Manager, write to 
us giving full particulars about yourself in first letter and 
submit photograph. 
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Address: 
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[a EDWARD G. SIMMONS 
Vice-President & General Manager 
PAN-AMERICAN LIFE INSURANCE COMPANY 








New Orleans, U. S. A. 
Crawford H. Ellis, President 
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QUALIFICATIONS 





@ FIRST 10 


among the first ten largest Acci- 
dent and Health producers in 
U.S.A. 


@49 YEARS OF EXPERIENCE 
IN THE BUSINESS 


@ FINANCIAL STRENGTH 
AND REPUTATION AS 
GOOD AS THE BEST. 


@ POLICYHOLDER'S SURPLUS 
OVER TWO MILLION DOL- 
LARS. 


@ TRULY A PIONEER COM- 
PANY IN THE FOLLOWING 
LINES: 


—Group Accident and Health 


—Commercial Accident and 
Health 

—Monthly Premium Accident 
and Health 

—Railroad Installment Accident 
and Health 

—Also designer and builder of 
special coverage to fill special 
needs 

—And in addition non-partici- 
pating life 


TERRITORY 


Operating from coast to coast 
with territory still available for 
agents who are qualified to prop- 
erly represent a Company with 
such qualifications. 

















PROVIDENT 


CHATTANOOGA 


we * ® ACCIDENT 
HEALTH © GROUP 








gives the correspondent a profit without 
making it necessary to increase his par- 
ticipation in the interest received from 
the loan. 

A good correspondent, he declared, 
should have vision enough to decline to 
make a loan and forego a commission if 
there is reasonable doubt as to the out- 
come of the investment. He should 
appreciate that the insurance company’s 
stake in a loan is greater than that of a 
correspondent. He should be eager to 
get the views of the insurer and he 
should give disinterested advice on 
trends in the community. 

The insurance company should always 
have in mind building permanent re- 
lationships with correspondents. 

F. F. Florence, president Republic 
National Bank & Trust Co. and presi- 
dent Texas Centennial Exposition, spoke 
on the qualifications of a utility admissi- 
ble to the Texas Robertson law. He 
urged modification of the act that public 
utility concerns can extend their service 
to rural and farm communities and yet 
maintain safety so far as their securities 
are concerned. 


Spoke About Railroad Securities 


Nathan Adams, president First Na- 
tional Bank of Dallas and a railroad 
director, spoke about southwest railroad 
securities. He finds much improvement 
in the railroad situation. The roads in 
the southwest were able to meet their 
fixed charges and maintain a dividend 
paying record until the crash came. The 
roads, he added, are being modernized 
and are improving their service. 





TEXAS RESOURCES 











Donald O’Neil, head of the Donald 
O’Neil Investment Company of Dallas, 
in addressing the Financial Section 
meeting, waived the lone star flag, cit- 
ing the various resources of Texas in 
oil, cotton, cattle, etc., and painting a 
picture of its potentialities, He said 
only 15 percent of the natural resources 
of Texas have been developed and that 
less than half of its tillable land is 
under cultivation. “With such vast po- 
tentialities that remain to be developed 
by coming generations,” he concluded, 
“we can but anticipate that the future 
of Texas will far outstrip its present 
record and achievements. We believe 
that our municipal securities will go 
forward with the state and their true 
value in relation to the entire field of 
municipal bonds will become firmly es- 
tablished.” 

Texans, he said, believe that statis- 
tical and rating services do not rate 
Texas municipals as high as_ they 
should, largely because Texas munici- 
pals are generally considered in a class 
with all southern municipals. “This al- 
legation we deny,” he declared. “Texas 
is a western state and its credit should 
be classified with the western states and 
not with the southern states.” 

He gave some information about the 
investments of the permanent fund of 
the University of Texas and of the 
Southwestern Life. The latter began 
buying Texas municipals in 1931. Total 
purchases to Oct. 1, 1936, amount to 
$8,595,500. This includes Texas state 
bonds and those of 97 different politi- 
cal subdivisions. The record is perfect 
as to losses and the account has not 
had a single delay in payment of prin- 
cipal or interest. 

Except for about $400,000 taken over 
on account of a bank failure the Uni- 
versity fund account has not lost a 
single dollar in principal or interest 
and has had only one delay of 60 days 
on a block of $15,000 of Texas bonds. 

Two Dallas company officials, Harry 
L. Seay, Jr., treasurer Southland Life, 
and T. M. Lucas, loan officer Southwest- 
ern Life, discussed farm mortgages. Mr. 
Lucas said more attention -has to be 
given to tax charges. Land values are 
about the same as in 1912. 

Particular interest was taken in the 
paper presented by Harry L. Seay, Jr., 





treasurer of the Southland Life, because 
his father, Harry L. Seay, who is presi- 


dent of the company, is one of the best 
known men in the American Life Con- 
vention and served as its president. 

Mr. Seay, Jr., discussed the present 
farm loan situation in Texas. He di- 
vided Texas farms into three general 
groups: 

1. Those in the panhandle and the 
northwest most severely affected by 
drought. 

2. Those lands susceptible to the grow- 
ing of corn, cotton, wheat, etc., this be- 
ing the typical smaller farm. 

3. Ranch land. 


Three Factors Govern Values 


He said there are three factors gov- 
erning farm values and hence the con- 
dition of farm loans at the present time, 
they being productivity, farm commod- 
ity prices and the activity of the gov- 
ernment in the farm loan field. He sees 
at the present no immediate threat to 
the farm price structure and therefore 
the farm loan may be considered as 
desirable as ever. He stated that farm 
prices will likely hold their own and 
may even increase with general recov- 
ery. He advocated the amortization of 
farm loans. 

Mr. Seay said the activity of the fed- 
eral government in the farm loan field 
merely poses the question to the in- 
dividual lender of whether the farm is 
or is not an investment safe enough to 
justify as low an interest rate and as 
favorable terms of amortization as must 
be granted to compete effectively for 
the better class of loans in this field. 


Big A. L. C. Meeting Now in 
Full Swing at Dallas, Tex. 





(CONTINUED FROM PAGE 12) 


whole. His address was perhaps the 
longest of any that was given during 
the week, but the attention of his audi- 
ence never wandered. 

J. J. Pelley of Washington, D. C., 
president Association of American Rail- 








roads, was on the program Wednesi, 
afternoon, discussing the future oj t 
railroads in this country. In q Benen 
way be declared that the situatio, ; 
brighter than it has been in some ye, 
If there is equality in treatment a 
opportunity the railroads will Continy 
to develop as they should. 

Life companies, he said, are Vitally i, 
terested in the future of the railroads; 
this country in view of the fact tha 
they have about $3,000,000,000 investej 
in railroad securities. What the future 
is, Mr. Pelley added, depends on 
answers to four underlying questions: 








































Depends on Four Factors 


1. Will railroad service continue 4, 
be essential on this continent? 

2. Are railroads improving their sery. 
ice and cutting their unit costs? 

3. Have the railroads, with a no. 
mal volume of business, the inheren 
efficiency to operate on a profitable 
basis? 

4. Will they receive equal treatment 
and opportunity under the nation’s pyb. 
lic transportation policies? 

He said he does not believe that Con. 
gress will put on the roads an intoler. 
able load in bills which will greatly jp. 
crease their operating costs without add. 
ing anything to their safety, service 
or revenue and which are not to 
made to apply to their competitors, 


Revised Canadian Life Laws 


Commissioner H. D. McNairn of On- 
tario told about the revised uniform life 
laws of the Canadian provinces, There 
was much preliminary work, All eight 
provinces passed some 40 amendments 
on the same day July 2, 1936. He re 
lated the history of the effort to bring 
about the changes. The insurance sv- 
perintendents worked with the life com- 
panies and the insurance organizations. 

The question of growth and the max- 
imum size at which operations will be 
most profitable are two problems that 
life companies will have to face in the 
future, declared Vice-president E. Me- 
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a Wednesi, onney of the Bankers Life of Iowa, 

Future of Mm hose paper On “Modernism in Life In- 
In a end ance” at the Wednesday afternoon 
situation ane was one of the highlights of the 

SOME year Mle onvention. He analyzed the functions 





Catment a JM. | 1; any—sales, selection, serv- 
: an life company , De 

vill Continy ra avestment, law and mathematics— 
nd emphasized that modern methods of 












Fe Vitally ik ent are vitally necessary if im- 
callout it ee js to be made in any of these 
100 inet factions. Mr. McConney impressed his 
y" INVestej jisteners with his grasp of the subject. 
nd 1 futur He said that there are vast changes now 

S ON th ‘ag on in all business lines and life 
luestions; eons t adapt itself to modern 






insurance mus 
methods if it 
times. 

In a paper presented at the session 
Thursday morning, C. C. Ferguson, gen- 
eral manager of the Great-West Life, 


made the suggestion that due to the 





tors is to keep abreast of the 
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th a no. rather discouraging outlook so far as in- 
© inherent MM terest yield is concerned, the non-par- 
Profitable MM jicipating companies insert in their new 

policies a provision permitting premium 
treatment rates to be increased. He expressed con- 
10n’s pub. MM cern at the outlook because the idea of 

managed money has been introduced, 
that Cop. thus multiplying greatly the complexity 
1 intoler. (of the problem of anticipating what the 
Teatly in. MH fyture interest yield will be. Mr. Fer- 
hout adq. guson gave a thoughtful analysis of the 
> Service J interest yield situation. Mr. Ferguson 
Ot to be MM could not be present and his paper was 
tors, read by H. W. Manning, assistant gen- 
on Feral manager Great-West. 

Tempers the Truth 

he te “Tempered Truth for Transients in 
s. There Me 1¢xas” was the provocative title of the 
\Il eight address of H. Y. Benedict, president of 
ndments Me the University of Texas, who addressed 
He re. We the. general session Thursday morning. 
© bring This proved to be very entertaining as 
nee sy. ie Well as informative. Mr. Benedict said, 
fe com. Ip it effect, that he assumed the visitors 
zations (‘0 Dallas had heard such dazzling tales 
¢ mex. of the virtues, excellence and wonders 
will be IE % the great state of Texas and that he 
is that i would therefore paint a picture of the 
in the ( statein less vivid hues. “Tempered for 
3 Mc. transients means that the truth about 
———T 
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Texas is so dazzling to all but Texans 
that it has to be dimmed or shaded for 
the visitors from other states,” he as- 
serted. Thereupon Mr. Benedict pro- 
ceeded to utter superlatives upon super- 
latives in characterizing the state and 
describing some of its accomplishments, 
possessions and attributes. He concluded 
with a good word for life insurance. 


Reduces Hazard of Individual 


“It is the benevolent, yea, the noble 
function of life insurance to reduce the 
hazards of the individual human life by 
tying it up with the facts of probability 
and the laws of averages,” he declared. 
“Thoughtlessness is the way of death, 
says the Dhammapada, and thoughtful- 
ness has been the way of the wise and 
good man of all ages and countries. 
Thoughtfulness and carefulness, duty 
and affection, a host of the best qualities 
in man, are tied up in this business of 
life insurance. Great is the responsi- 
bility upon you who conduct this busi- 
ness which demands great competency 
and great honesty. Two conditions are 
required, however, over and above the 
honesty and competency of you who are 
conducting this business: There must be 
a large group of careful citizens who 
wish insurance because they are pre- 
pared to make present sacrifices for the 
future benefit of those who are dear to 
them, there must be also a fair and safe 
field for the investment of savings. 
Without destroying the individual in- 
centive that has caused man to rise from 
savagery and barbarism to civilization, 
life insurance enables men to share the 
risk inevitably inherent in individual 
lives in a wholly beneficial way to their 
families and to society. May life in- 
surance continue to flourish for the 
benefit of mankind.” 





HOME LOAN ADVICE 











The final speaker Thursday morning 
was H. E. Hoagland, member of the 
Federal Home Loan Bank Board of 
Washington, D. C., who urged the life 
companies to engage more extensively 
in home mortgage investments, saying 
that there is an opportunity and an ob- 
ligation to do so. He gave some prac- 
tical suggestions on how these invest- 
ments might be improved. He strongly 
advocated the amortization principle and 
he urged companies to improve build- 
ing standards by exercising control over 
the various elements that make up a 
home. 

Life companies should cooperate in 
bringing about better construction stand- 
ards. Home construction, he charged 
is one of the most disorganized busi- 
nesses in the country. Among the 
causes that produce default in home 
mortgages are location, construction, ar- 
rangement, design and other considera- 
tions that are within the control of 
mortgagee institutions, he said. There 
should be material improvement in the 
checking and supervision of those ele- 
ments which constitute the value of the 
property. 

Community trends should be consid- 
ered. 


Reliability of Appraisals 


More attention should be given to 
the reliability of appraisals. Selection 
of appraisers should be based on re- 
sults alone and should be divorced from 
selfish interests. The precautions used 
by HOLC should be studied and emu- 
lated. 

He advocated the plan for mutual 
exchange of information about commu- 
nities such as is being tried in Chicago 
and Detroit. In those cities regular 
conferences are being held for consid- 
eration of questions involving mort- 
gage investments. Reports are very en- 
couraging. 

Another precaution is to join the home 
loan bank system. Members of this 
system have access to a reservoir of 
reserve credit that affords a degree of 
liquidity never before enjoyed by in- 
stitutions that invest in home mortgages, 
he declared. 





New Agency Executive 
Has Record as Producer 











H. T. Burnett, new agency vice-presi- 
dent of the Reliance Life, has a record 
as a producer. He is a Tennessee farm 
boy who got into the life insurance 
business and about 18 years ago changed 
over to the Reliance Life. He was 
manager of the home office general 
agency when advanced to the vice-presi- 
dency. His agency produced about 
twice as much business in Allegheny 
county as that of any other company, 
writing about $11,000,000 in western 
Pennsylvania last year, of which about 
$8,000,060 was in Allegheny county. 

During Life Insurance Week this year 
the Pittsburgh committee set a quota 
of $15,000 examined business or five 
examined cases to qualify for the honor 
role in Pittsburgh. Of the 116 agents 
who qualified, 26 were from Mr. Bur- 
nett’s agency. 

In his first letter to general agents, 
in his new position, Mr. Burnett dwelt 
on the advantage of life association 
work. In his own agency there are 141 
members of the Pittsburgh association, 
with dues paid for the year. There are 
96 of his agents who have signed a per- 
petual order, directing the cashier, each 
Jan. 1, to pay their dues to the associa- 
tion. 


Secret Is Constant Work 


Mr. Burnett’s secret of building busi- 
ness is to work constantly. For several 
years he has been too busy building his 
agency to write personal business. He 
does not make advances. When he 








stepped out of agency work into the 
vice-presidency a few weeks ago, the 
money due him from all his agents 
amounted to $41. He will help his men 
to produce business but will not finance 
them against nonproduction. He does 
not pretend to be able to pick producers. 
One man whom he turned down for an 
agency three times went into the half 
million club in his third year. On the 
other hand, four bank vice-presidents 
whom he put on about the same time, 
with considerable expectations, faded 
out, leaving one $5,000 term policy in 
force as their contribution to the agency. 
His plan is to pick out workers and help 
them work along lines that have been 
tested. He regards his job as produc- 
tion every day in the week. 

After going with the Reliance Life 
Mr. Burnett succeeded S. T. Whatley 
as Alabama manager when Mr, Whatley 
was called to the home office general 
agency at Pittsburgh. He again suc- 
ceeded Mr. Whatley at Pittsburgh 
when the latter left the home office gen- 
eral agency to go with the Aetna Life 
in Chicago. Now, like Mr. Whatley, 
he has been made agency vice-president 
of his company. 


B. M. A. Sales Meetings 


A sales meeting for salesmen of the 
Business Men’s Assurance was con- 
cucted by J. C. Higdon, vice-president 
in charge of sales, and J. E. McPher- 
son, treasurer, at Oklahoma City Oct. 10. 

A similar meeting was conducted for 
Kansas salesmen under Bert A. Hedges 
at Wichita, Oct. 10, by President W. T. 
Grant and A. I. Beach, a director of the 
ccmpany. 
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SALES IDEAS AND SUGGESTIONS 




























Life insurance has reached a high point 
) prestige in the public’s mind and it is 
ow up to the agent to develop his own 
ersonal prestige to the high level of his 
roduct and to take advantage of the 
pportunity that awaits him, declared 
ale F, Johnston, group sales manager 
t St. Louis with the Metropolitan Life, 
his talk before the Illinois Associa- 
ion of Life Underwriters’ sales congress 
Peoria. There is botha responsibility 
nd opportunity for development. The 
fepression has changed selling methods, 
according to Mr. Johnston, and high 
pressure is discredited and creative sell- 
ing is getting results. The buyer is in 








ness, 










on the commissions 
Mr. Johnston, 
is thinking of 
ing of his client. 
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prospects and sell them, 













acter and ability to sell life insurance so 
they won’t hurt the prestige of the busi- 


A successful agent must know how to 
diagnose the prospect’s case and under- 
stand the welfare and needs of the pros- 
pect. It is not only bad luck to figure 
in advance, says 
but the agent who does it 
himself instead of think- 
His main objective 
should be to uncover the needs of the 


Glib talking is not necessarily an at- 
tribute of a successful life insurance 
agent. He should know how to keep his 


tion of their estate. By studying tax 
problems the agent can make himself 
welcome to men of wealth. He said that 
some corporations are taking out short 
term endowment policies on officers to 
offset the new surplus tax act. The life 
insurance premiums are a legitimate ex- 
pense, but at the same time the corpora- 
tion is able to set aside certain amounts 
for a rainy day. 


Smith and Taggart 
Give Fine Talks 


Caleb R. Smith, million dollar pro- 
ducer with the Massachusetts Mutual in 
Ann Arbor, gave his “Organized Selling 
Talk.” He emphasized selling income 
rather than a policy and outlined his 
successful presentation of the five func- 
tions of life insurance. 

Inspiration, facts and humor were 
given by Grant Taggart, chairman of 
the Million Dollar Round Table, from 
Cowley, Wyo. The great difficulty the 
average agent must avoid is becoming 
discouraged. He urged writing applica- 
tions frequently so as to gain and retain 
confidence. If an agent will pay the 
price in hard work there is no reason 
why he can’t go places and get much 
business, said Mr. Taggart. 

Paul Speicher, Research & Review 
Service, said that an agent must have 
a definite philosophy of life insurance 
to meet present day conditions. 




















Vice he saddle, the situation is no longer | mouth shut and to listen to the prospect. 
“Let the customer beware.” Now it is Mr. Johnston, who is president of the 
1e Agen “Let the salesman beware.” community fund in St. Louis and active 
Creative selling is now the most ef-| in the Boy Scouts and other civic organ- 
Selling the [fective form of approach. The creative izations, urged that agents take an active 
Method of Msalesmen tell what the product will do, part in the community. As the com- 
e Life oj (not what the product is. Instead of munity grows so will the individual and 
J. Ham. fselling a policy the creative agent sells | his prestige, said Mr. Johnston. 
ce, an estate protection, old age security, etc. At the present time the greatest prob- 
egan this ‘ lem facing men of wealth is the preserva- 
nen who je No Magic Formula — 
differen: for Building Prestige . 
as “sub. There is no magic formula for build- F ] O d T lk 
Produced ing prestige in salesmanship, said Mr. or orn rganize a 
it fewpall Prestige is hese 4 sont . - 
ut its value is attested to y the mil- F d Ch 
© adver. I lions spent by corporations in public re- In NS) a ampion 
ative to J [ations work. If it’s worth that to cor- 
‘h man Porations it certainly is a precious thing ; , 
nd” dij J to the individual. Prestige is powerful A champion of the use of organized 
tative J but hard to build and hard to keep. | sales talks was found in Manuel Camps, 
There are several steps in building | Boston general agent Penn Mutual Life, 
e pro- J Prestige according to Mr. Johnston. | who recited advantages of the technique 
to its fe Lhe individual agent must take personal | before the annual fall selling seminar of 
intro. J ‘ventory of himself and check and see | the New York City Life Underwriters 
oublic, J # he is doing the right thing and de- Association. a 
copy” veloping in the right direction. Once he Organized sales talk, he said, is a sore 
- also J has checked the fundamentals he should | point with a good many agents but the 
irable follow them. He should reject the idea | principal reason is that the method has 
that has sprung up in some circles of not been properly tried. Many agents, 
trying to do as little as possible and | he said, organize their own sales talks 
getting paid as much as possible. This | which are very often ineffective and as a 
ld wont work in life insurance. A man result the expected results do not ma- 
Life JB MuSt.do as much as he can. terialize. He urged using talks com- 


It is necessary that the agent have a 
purpose in life insurance. He should 
be persistent and consistent in his work, 


tled peta the country, rather than depending on 
rin, ay in and day out. The up and down one’s own individual ideas. An organized 
m- type of agent is the bane of a sales man- | sales talk must be used and not abused. 
rad ager. There’s little difference between In other words, the mere reading of a 
we success and failure, says Mr. Johnston, set of words and phrases, with a title 
"3 and a little more effort can do wonders. “Organized Sales Talk,” never has sold 
he ompanies are seeking men of char- any insurance. While the talk must be 





5 memorized, it should be given in a nat- 
ural, unaffected manner, so that it will 
not be a mere mechanical recital of facts. 





Buy $100,000 Insurance on 
Utilities Manager’s Life 


KAUKAUNA, WIS., Oct. 15. 
—The Kaukauna city council has 
approved a resolution to purchase 
$100,000 of insurance on the life 
of H. F, Weckworth, manager of 
the city-owned _ utilities. Some 
years ago a similar policy was 
taken out on the life of Jay Pos- 
sen, then manager, and the city 
collected at his death. For three 
years the utility commission has 
bought government bonds as in- 
vestment for sinking fund money. 
The insurance proposition was 
found to offer a better return on 
the money and also protect the 
utility against the death of its 
manager. Premiums will be paid 
from the sinking fund and the util- 
ity commission is named bene- 
ficiary of the policy. 


(ec 


Not Necessary to 
Know Many Talks 





the 
talk is that it removes fear. 
who is afraid to pay a call 
pect should analyze the cause 
and he will generally find 


One factor that is of great 
in making sales is prestige. 


of national 
first by his appearance, and 
what he says. A good talk 


















piled as a result of the actual field ex- 
perience of the best agents from all over 


Mr. Camps declared it js not necessary 
for an agent to know 30 or 40 sales 
talks. Three are. plenty, he said, because 
by learning too many the agent becomes 
“over organized” and when facing a pros- 
pect he very often becomes confused in 
determining which plan to use. One of 
greatest advantages of the prepared 


The agent 
on a pros- 
of that fear 
that he is 


afraid because he is not completely sure 
of what he is going to say. If the agent 
can only get over the first sentence, usu- 
ally he can follow through with ease. 


importance 
The aver- 


age agent must make up for his lack 
prestige by creating his own, 


second by 
will secure 








.Agent Knows Every 











agent has handled. 


tempts to close are better than one as 
they eliminate any final objection and 
make the 
Mr. Camps suggested taking an ordinary 
life plan, or any plan the agent has 
been selling most, and approaching the 
Prospect with the savings 
should be committed definitely to some 
amount that he can save, a minimum of 
$1 a week, and at the younger. ages par- 
ticularly, this amount 
$2,500 of life insurance. The result will 
be that 
person each day to save $1 a week with 
this plan, the agent has made himself 
$26 irrespective 
difficult. to-do, but: the agent will find it | P 
easier if he knows ‘his business. 





accident insurance, the Farmers & Plan- 
ters Life has been licensed by the Ar- 
kansas’ department. 

the assessment. plan. 











the prospect’s attention immediately and 
if the idea is presented properly, the 
Prospect will be impressed with the 
agent’s grasp of his subject and his abil- 
ity in presenting the plan. Objections 
should be welcomed, Mr. Camps said, 
because objections when properly met 
are sales assistance rather than resist- 
ance. 


Objection of Prospect 
There are only a certain number of ob- 


jections a prospect can raise to anything 
and the agent has heard these objec- 
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SPARKS 


from the firing line 
By JOHN W. AGENT 


Strange, perhaps, but true of most of 
us that it takes a fall to make our pro- 
duction rise. That old alibi scapegoat, 
Mr. Hotasell, is no longer with us. The 
Crisp cool days make energy a pleasure 
and really that’s about all we insurance 
men need to be a success. As the old 
thermometer goes down keep your pro- 
duction line going up. 


* ok OK 


Last December I talked to Mr. Ray 
Blank and his wife and daughter in 
their home. They didn’t feel that Dad, 
then 39, needed any more insurance but, 
rather indifferently, Ray consented to 
be examined and take a policy. He was 
rejected, but, refusing to be discouraged, 
he bought an annual premium annuity. 
This August he died, leaving a widow 
and 12 year old daughter, Today that 
widow thoroughly appreciates the im- 
portance of adequate insurance. 

* ok x 

Bill came in discouraged the other day. 
He had made 10 or 12 calls and only 
caught two people in and both turned 
him down. We suggested that he do 
one of two things. Either concentrate 
his calls more thoroughly so that he 
could make more calls if he ran into an 
“out” day. Or call on the nearest per- 
son cold canvass whenever he found a 
Prospect out. 








* ok Ox 


Ed Brandt is paying on his five or six 
policies either monthly or quarterly. He 
feels the annual premium in each case 
is too high for any one month. We 
showed him how to split his policies and 
make irregular and then annual pay- 
ments so that his premiums will all be 
annual but distributed fairly equally 
through the year. This will save him at 
least 6 percent on his present payments. . 
Now he feels able to buy another policy 
he needs to round out his program and 





tions time and again. The organized 
sales talk tends to bring out the same 

















objections from different prospects and 
the agent thus builds his confidence, 
because he always has the right. an- 
swer. The organized talk is the quick- 


of course he is buying it from us. 
hl ALES IDEA S 
OF THE WEEK 





est method, he said, to get an idea 
across. The talk can be built by: using 
motivation, telling human interest stories 





DEVELOPING SELF-RELIANCE 





of what happened in other cases the 


Mr. Camps declared that three at- 


Prospect more sold on the plan. 


idea. He 
will buy about 


if the agent can persuade one 


oO 


of ‘renewals. It is not 


Organized to write life, ‘health and 


It will operate on 
One of. the: pro- H 


moters is Harve Thorn, Harrisburg, 
former speaker of the Arkansas house of 
representatives, in 


finding prospects, selling and develop- 


In handling life agents the aim should 


be to develop self-reliance and initia- 
tive, according to W. Ray Chapman, as- 
sistant 
Northwestern Mutual Life. 
are alike in only one way, 
are all different. 
must be treated the same. 
manager should never refer 
case as being “just the same as yours” 
in talking to an agent, 


director of the 

All agents 
that is, they 
Each individual case 
The agency 


to another 


of agencies 


Mr. :Chapman takes exception to the 


-term time control and Says it should 
be activity control.’ In a man’s school- 
ing he is always told to do certain 
things and is never really on his own 
_ consequently when he goes out to 
sell 


life insurance with his time ~his 
wn he flounders around unless he -has 
roper supervision..." However, it is a 


mistake to continue to tell the agent 
what to do as he will always be. de- 
pendent upon the supervision. 
control is a process that can be 
game-and in that way the agent will 
| develop’ self-reliance and initiative. Ac- 


Activity 
made a 


tivity control follows along the ‘line of 


g them. 


ste se ed 
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STREAMLINE TRAIN 


. modern 


® Modern policies . . 
. modern 


agency contracts. . 
agency helps . everything 
that is thoroughly modern is 
yours when you represent this 
young flexible company. There 
is real opportunity for you with 
the Modern Life. Ask about 
available territory in Minnesota, 
Oklahoma, Texas and Missouri. 


MODERN LIFE 
INSURANCE COMPANY 


M. NATION, Vice-President & Secy. 
St. Paul, Minnesota 
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Modern Methods Vital Necessity 
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obtained. Types of contracts must be 
analyzed in order to determine which 
are providing the profitable class of busi- 
ness and which are not. Annuities can- 
not continue to be sold at inadequate 
rates without permanent injury to a 
company. 

The fact that only six out of every 
100 new salesmen are successful in the 
life insurance business, Mr. McConney 
declared, is a problem of long standing 
and one that absolutely must be met. 
If it is unsolved, the accumulation of ill 
will towards insurance on the part of 
the public is likely to have disastrous re- 
sults. The public, he pointed out, likes 
to feel that its company is associated 
with successes, not failures. In many 
instances, agents are hired who have no 
natural aptitude to be salesmen, and in 
other instances, they receive little or 
no training. “The sales technic used by 
insurance companies,” he said, “is far 
behind that of other industries. We still 
carry on the time honored method of 
sowing unfairness and expecting to reap 
a harvest of goodwill. We urge any 
available men into the business, get 
what business we can from their rela- 
tives and friends, give no training or 
supervision, and allow the great majority 
to drift back to other walks of life—dis- 
illusioned and antagonistic.” 

Even where a new man shows the 
necessary aptitude and is _ properly 
trained, even though he becomes a mil- 
lion dollar producer, he may still be a 
failure. An agent who produces over a 
million a year for several years, but each 
year has over 70 percent of his business 
lapse, is “not only a menace to his com- 
pany but a destroyer of national re- 
sources.” Likewise, the small producer 
whose persistency is poor is even a 
worse menace, because, in addition to 
everything else, he takes up much of the 
time of the general agent. Mr. McCon- 
ney urged a “house cleaning” before 
waiting until legislatures pass laws to 
prohibit licensing of such unfit men. 


Selection Is Important 


The function of selection is equally 
important. Mortality gains must be 
considered in relation to expenses and 
interest. Tightening up on _ selection 
with the thought that resulting gains 
will offset losses in other directions has 
several disadvantages. For instance, if 
ratio of actual to expected mortality in 
an average company is 48 percent, it 
would have to be cut to 30 percent to 
provide enough gain in dollars to offset 
a reduction in interest rates of 1 per- 
cent. Furthermore, a tightening up of 
selection will not produce appreciably 
larger gains on mortality for five or 
more years, and thus will not offset im- 
mediate losses, 

On the other hand, a loosening up of 
selection to help the field force has its 
obvious dangers to the condition of the 
company. Mr. McConney declared that 
present selection methods are providing 
a fair return which cannot be increased 
to any great extent, at least in the im- 
mediate future. 

The function of service, he said, 
though affording the most certain con- 
trol in the item of expense, seems to be 
most frequently ignored. Morale must 
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be maintained in order to create a sense 
of individual satisfaction and also of 
group participation. Everyone  con- 
nected with the company must have con- 
fidence in its management, a sense of 
security and a feeling that each will be 
treated with fairness and consideration. 


Future Interest Rates 


Taking up the investment picture, Mr. 
McConney predicted that life companies 
will be faced with low interest rates for 
several years to come. The bottom has 
not yet been reached, he pointed out, 
because interest rate on all assets com- 
bined always lags about three to five 
years behind the rate on new invest- 
ments. Thus, even if rates on new in- 
vestments should begin to go up it will 
be several years before the total rate 
will show a gain. The problem must be 
solved by a more careful choice of new 
investments and by taking steps to make 
a profit from other sources. 

With new investments so difficult to 
make, he asked, why do companies com- 
plicate the problem by pushing policies 
that bring in larger reserves, such as 
single premium life and endowment, sin- 
gle premium annuities or other invest- 
ment types? Then again, there is too 
much “naive faith” that real estate will 
always be profitable if it is held long 
enough. While new business might be 
drastically curtailed, this action would 
“prove a boomerang,” and _ obtaining 
new business at a lower cost is a prob- 
lem for the sales department. Profit 
from modern management, Mr. McCon- 
ney said, is about the only remaining 
factor where improvement can be made 
to offset reductions due to low interest 
rates. 

Small Cases Costly 


On the legal side, Mr. McConney de- 
cried the practice of making a technical 
and quibbling affair out of a simple in- 
surance matter, Pointing out that much 
minor litigation is dragged through the 
courts at great cost, he said the expense 
to the winner often proves to be more 
than that of a generous compromise. 
Carrying minor cases to court is often 
tisky business, he said, as a bad deci- 
sion may serve as precedent for years 
to come and may cost companies hun- 
dreds of thousands of dollars in future 
cases. A. chief executive, he declared, 
should decide whether or not such cases 
should go before a court or be settled. 
It is not necessary to be a lawyer to 
make such a decision. It rests simply 
on the application of good logic. 

On the mathematics side, it is the 
function of the actuary not only to keep 
an eye on the more technical phases 
of his company’s problems but to keep 
abreast of the various changes going on 
in economic life and to keep his com- 
pany tuned to such changes. The ex- 
ecutive today, he said, must aspire to 
balance his gifts. see that every func- 
tion of his company is soundly organ- 
ized, that the entire machinery performs 
satisfactorily, and must constantly main- 
tain a broad outside point of view in 
order to avoid inbreeding with any one 
of the functions in his company. 


Next Year’s Meeting in Chicago 

The 1937 annual meeting of the Life 
Office Management Association will be 
held at the Edgewater Beach Hotel in 
Chicago, the date to be determined 
later. There was a total registration of 
340 at the recent meeting at Washing- 
ton, which was the largest one that it 
had held. N. P. Wood, secretary of 
the State Mutual Life, and H. W. Fos- 
kett, assistant treasurer Equitable Life 
of Iowa, retired as directors, being suc- 
ceeded by S. Mooers, secretary 
Acacia Mutual, and D. N. Waters, as- 
sociate actuary Bankers Life of Iowa. 
The holdover directors are J. B. Slim- 
mon, Aetna Life, and W. F. Hagerman, 
Minnesota Mutual. 
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Combination Policy | 


Bankers Life of Nebraska Has | 
Contract with Life Insurance 
Investment Features 


A new policy, combining the life 
surance and investment features, 
been announced by Bankers Life; 
Nebraska. It is called the endoy 
annuity plan and is sold in units 
$1,327. At age 35 written in 10 y 
in event of death before payments; 
begun, the beneficiary will receive ejt 
the face amount or cash value, whi 
ever is greater, but with a mining 
of $10,000. A settlement option bef 
maturity provides that after 17 am 
premiums have been paid, the policy 
be converted into a paid up partici 
ing policy for $10,000, the policyho 
receiving $119.60 in cash. The f 
lowing options are provided: $100} 
month for life, but for no less than j 
months; $13,270 in cash; paid up py 


t ticipating policy for $10,000 and $6 


in cash or a paid up policy for $1999 
representing $1,928 per unit. Incomemy 
be started at any age between 65 and] 
if the policy has been in force 10 year 
Income and maturity values are lowe 
at ages under 65 and greater betwe 
66 and 70. At age 35 the annual pre 
mium per unit is $32.44. 4 


Lamar Life Adjusts Rates 


to Present Interest Level 


In common with a number of othef 
non-participating companies, the t 
Life of Mississippi increased its rates 
slightly to offset the lower interest rates 
prevalent today. No change has beet 
made in surrender values. The new 
schedule follows: 


Non-Participating Rates per $1,000 


End. Age 85 Pref. Risk 
Cont. 20 £Ord. 0 Yr. Eco: 
Age Prem. Pay Life Pay End. nome 
15...$13.03 $20.59 $12.20 $19.55 $41.77 . 
Biicvs 20.95 12.43 19.90 41.81 


tt 
So tete to Sa eto See: :: 





The Business Men’s Assurance will 
hereafter accept no life applications from = 
persons 15 years or over for less than 
$1,000. In recent months few applic® 
tions have been received by the compen 
from adults for amounts under $1,000. 





